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ABSTRACT 
This Business Project was written as part of the Executive MBA at the Interna-
tional Hellenic University. The main purpose is to develop a Business Plan for a 
start-up company which aims to take advantage of the new innovative aerial 
services in Greece. Nowadays, we are witnessing the advent of a new era of 
Remotely Piloted Aircraft Systems (RPAS) that can autonomously fly in natural 
and man-made environments. These RPAS, often associated with defense ap-
plications, could have a major impact on civilian tasks, including transportation, 
communication, agriculture, disaster mitigation and environment preservation.  
To this end, the dissertation uses as a major strategy to reveal and exploit this 
unique opportunity, through the development of a Business Plan. The research 
methodology employed lies on a combination of both quantitative and qualita-
tive data collection and analysis and market research. Data have been collected 
from archives, interviews, World Wide Web, participation in conferences and 
published reports. In order to analyze the business environment and propose 
realistic and feasible strategies, appropriate business tools, as well as literature 
regarding the preparation of business plans and the particular industry are con-
sidered and implemented. 
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 Introduction 
I. Introduction 
Remotely piloted aircraft systems (RPAS), sometimes also termed as un-
manned aerial vehicles (UAVs) or drones, had originally been developed for 
military purposes. As recently as the year 2000, RPAS constituted an obscure 
niche within the US Air Force (USAF). Today, the USAF trains more RPAS pi-
lots than fighter and bomber pilots combined. With only one entirely new 
manned tactical airplane under development by the USAF (the F-35A) at pre-
sent, the focus of new USAF combat aircraft development has strongly shifted 
to RPAS.  
It would seem that USAF RPAS suddenly appeared ex nihilo, but actually the 
history of USAF RPAS starts with World War II-era radio-controlled target 
drones. By the 1950s, unmanned research vehicles in the X-plane series were 
in use. The 1960s and early 1970s saw the intensive use of reconnaissance 
drones over North Vietnam and China. After the Vietnam War ended, there 
were predictions that the USAF would continue to build its RPAS force, but by 
the late 1970s there were no operational RPAS remaining in the USAF inven-
tory and there would be none for the next two decades. Yet in hindsight, dur-
ing this period of inactivity the seeds were planted for the USAF RPAS of to-
day and the future.1 
In January 1994, more than half a century after the advent of the first mass-
produced UAV, the Air Force's modern-day remotely piloted aircraft program 
was born. Today, RPAS continue to be flown from 8,000 miles away in sup-
1 Katz Kenneth, Before Predator: The Early History Of USAF Remotely Piloted 
Aircraft, viewed 4 January 2016, from http://www.sfte2013.com/history-of-rpas.html 
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port of military operation, patrolling the skies and providing critical support 
and protection to U.S. and coalition forces on the ground.2 
 However, the rapid evolution of the supporting technologies has led to the 
development of commercial applications as well. The development of RPAS 
has opened a promising new chapter in the history of aviation. Being remotely 
piloted, RPAS can perform tasks that manned systems cannot perform, either 
for safety or economic reasons.3 Producers are now offering systems for use 
in surveying and mapping, police applications, agriculture, environmental and 
wildlife observation and more.  
The potential of RPAS technology to create new businesses and support in-
dustrial competitiveness is huge. Today, however, the emergence of the civil 
RPAS market is hampered by the absence of an operational concept and as-
sociated technical enablers as well as a supporting regulatory framework. 
In these times of economic downturn, Greece needs more than ever to identi-
fy and support opportunities to boost industrial competitiveness, promote en-
trepreneurship and create new businesses in order to generate growth and 
jobs, in the context of the Europe 2020 Strategy.4  
2 USAF, RPAS then and now Part III: History in the making, viewed 4 January 
2016, from http://www.acc.af.mil/news/story.asp?id=123369982 
3 SESAR, Civil Remotely Piloted Aircraft Systems (RPAS) Integration, viewed 4 
January 2016, from http://www.sesarju.eu/innovation-solution/demonstrating-
sesar/rpas 
4 European Commission (2012) Towards a European strategy for the devel-
opment of civil applications of Remotely Piloted Aircraft Systems (RPAS), European 
Com-mission, Brussels, Belgium 
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In order to fully exploit the potential of this technology, it is necessary to de-
velop and implement a feasible and realistic business plan in order to reap the 
opportunities of the potential Greek RPAS market.  
However, the challenges of such a project are many. In fact, the RPAS Market 
in Greece is nearly non-existent. Potential customers may not be aware of the 
benefits that RPAS services can offer. Pricing issues also need to be investi-
gated due to the absence of benchmarks. And above all, the Greek business 
environment has not recovered yet from the recent economic crisis.  
The main objective of this dissertation is to provide insight regarding the po-
tential RPAS market in Greece and define the business model for a viable 
start-up RPAS company. For that purpose, primary qualitative research was 
conducted in order to record opinions and attitudes of regulatory authorities 
and professionals, who represent or work in industries that the RPAS technol-
ogy is going to disrupt. Collected data along with secondary research and 
business strategy tools will constitute the background of the proposed busi-
ness plan. 
 Given that in other countries (e.g. UK) commercial RPAS are already operat-
ing, another objective of the authors is to set the path for a Greek company, 
to be the first to offer a wide range of RPAS services by operating a state of 
the art, diverse RPAS fleet, before a foreign competitor penetrates the Greek 
market. 
After the successful foundation of the company and the development of sus-
tainable operations, new challenges will appear regarding larger projects and 
potential government contracts. The RPAS era begins.  
Before the official presentation of the business plan’s development, we briefly 
provide some basic literature regarding the particular industry, along with in-
dicative insight from the interviews we conducted, in order to inform the au-
dience as to the industry’s dynamics and potential. Next, the business plan is 
presented in detail.  
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II. Literature Review 
According to the International Civil Aviation Authority (2015), RPAS is a 
new component in the aviation industry, that is needed to be analyzed and 
understood, aiming to its safe integration into the airspace. It is an unmanned 
aircraft that is piloted by an external pilot (from a Remote Piloting Station) 
who either controls it or continuously monitors its autonomous flight, retain-
ing the option to intervene by taking control whenever it is necessary (Inter-
national Civil Aviation Authority (2015). 
The Global RPAS market is expected to reach a CAGR of 12,31% from 
2014 to 2020 (Business Wire, 2015). The key driver of the increase will be the 
military applications, however, commercial-grade RPAS shipments will in-
crease from 80,000 in 2015 to more than 2.6 million units in 2025 (Business 
Wire, 2015). The increased demand for commercial RPAS signifies a surge in 
commercial applications. 
RPAS commercial applications include mapping, natural resource explo-
ration, surface mining exploration, damage assessment during disasters, pre-
cision agriculture and surveillance for security other purposes (Cosyn, 2014). 
A study of the European Commission (2007) identifies applications for the 
Government (border security, coast guard, and law enforcement), Fire 
Fighting, the Energy Sector (oil and gas industry distribution and infrastruc-
ture, electricity grids), Agriculture, Forestry and Fishery (crop dusting, opti-
mizing use of resources), Earth Observation / Remote sensing (mapping, sur-
veying, climate and pollution monitoring) and Communications and Broadcast-
ing (short-term, local communications coverage). A leaner segmentation of 
the market is provided by Drone Analyst (2015), a research and consulting 
firm supporting all participants in the commercial RPAS industry: Precision Ag-
riculture, Inspection/Monitoring, Mapping/Surveying, Film/Photo/Video, Public 
Safety/First Responders. The application list is long, while more of them will 
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be developed as miniaturization of sensors and further advances in RPAS 
technology become evident. 
Following the global trends, the Federal Aviation Authority (FAA) has 
granted blanket authorizations in six test sites within US, in order to acceler-
ate their integration in the national airspace (GPS World, 2015) setting the 
pace for other countries as well.  
On the other side of the Atlantic, the European Commission, recogniz-
ing the growth opportunities of the civil/commercial RPAS applications, has 
also initiated all necessary actions (i.e. research, regulation development etc.) 
in order to enable the progressive integration of the RPAS in the European 
skies from 2016 onwards (European Commission, 2014).  The European Avia-
tion Community recognizes that RPAS can provide new aerial services or ex-
isting ones, but in a cost-effective and environmentally friendly way, leading 
to the creation of sustainable jobs and growth (European Union, 2015). More-
over, in Europe, between 2006 and 2014, the number of fatalities in aerial 
works (photography, aerial survey, observation) with manned aircraft was 
146. These kinds of aerial services can be offered using RPAS (European Avia-
tion Safety Agency, 2015). Thus, the new technology can essentially reduce 
casualties in the sector. 
Currently, the regulatory framework across Europe is fragmented. Individual 
states have developed separate rules for commercial RPAS operations, while 
some do not allow them (e.g. Belgium) according to European Union Commit-
tee (2015) of the United Kingdom. In Greece, the RPAS regulatory framework 
is nearly non-existent. The only relevant official legislation regulates the oper-
ation of model aircraft only (Government of the Hellenic Republic, 2010).  
For these reasons, the European Aviation Safety Agency (2015) has published 
a technical opinion which sets the background for the formulation of common 
European RPAS rules and procedures. It includes certain propositions which 
show Agency‘s way of thinking regarding RPAS operations. In order to pro-
mote safety, the Agency proposes that RPAS will be required to meet certain 
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standards regarding geographical limitation and identification. Moreover, for 
certain kinds of operations and categories, specific approvals and certifica-
tions (e.g. airworthiness) will be required. Different levels for the qualifica-
tions for the pilots will include traditional aviation licensing systems or other 
requirements that will ensure the level of pilot‘s competence, depending on 
the RPAS and mission type (European Aviation Safety Agency, 2015). Conse-
quently, the overhead cost of operations will be increasing gradually, accord-
ing the complexity of the systems and missions and the risk involved. This 
cost includes acquisition and re-evaluation of pilot and RPAS licensing, and 
authorization for operations. 
Moreover, privacy concerns, as an RPAS can carry a camera, risks related to 
the intentional harmful RPAS use or simply hacking RPAS and possible soft-
ware/hardware failures and its consequences, constitute some of the issues 
that need to be addressed by legislation, regulations and advances in tech-
nology, in order to facilitate further developments in the commercial RPAS 
sector (Danish Board of Technology Foundation, 2014).  
Definately, the disruption of so many industries offers a unique opportunity 
for the development of companies that will offer commercial RPAS aerial ser-
vices. According to a report from Taylor Vinters (2014), an international law 
firm with a market leading unmanned system practice, the emerging civil 
RPAS market value chain includes the following stages: Equipment develop-
ment, Data Generation, Data Acquisition & Interpretation and Impact (End 
Users). As the most profitable elements of the chain are the first and the third 
one, the business model of a commercial RPAS service company needs to be 
carefully designed in order to provide the optimum positioning within the 
chain and increase its profits share (Taylor Vinters, 2014). 
Taking into account the imminent global boom of RPAS applications, the study 
aims to analyze the emerging RPAS business environment specifically in 
Greece, gaining insights from key Greek companies, organizations and profes-
sionals from industries that are expected to be disrupted by the RPAS tech-
nology and its applications. Combining the insights with international devel-
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opments in the RPAS sector (e.g. regulations, technology) a sound business 
plan has been produced, that facilitates the effective positioning of a com-
mercial RPAS company in the emerging RPAS market in Greece and sets the 
basis for growth and future international expansion. 
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III. Methodology 
In order to be able to develop a realistic business plan for a company that 
will operate in an emerging market, it is needed to define the market itself, its 
initial form and also predict how it is going to evolve.  
For this purpose, preliminary secondary research was conducted initially, 
in order to gain insights regarding global trends in the RPAS field and in the 
industries that the new technology is capable of disrupting. Thus, it became 
possible to study the most significant applications of RPAS, these that, cur-
rently, present the greatest potential and to identify the industries that are 
going to be disrupted. 
 Next, a primary qualitative research was designed and conducted, in the 
form of semi-structured interviews with representatives of key companies, or-
ganizations and professionals within Greece. Personal interviews can provide 
more accurate insights in complex topics according to the ‘Conducting Market 
Research’ (2007) of the Bloomsbury Business Library, and the language in 
them is  a better source of understanding of a buyer 's decision process 
(Yeager, 2002). Moreover, the comments and ideas directly from potential 
customers can contribute to the formulation of a business strategy based on 
what they value and real needs (Norman & Sametz, 2007).  
The scope of the interviews was determined by the insights of the second-
ary research: To identify the level of awareness regarding the new technolo-
gy, attitudes of key professionals in various sectors and estimates regarding 
the emerging RPAS market.  
The interview questionnaires (Appendix B) were designed in such a way in 
order to maximize gain regarding insights for each specific industry and pro-
fessional field. Several questions were derived from RPAS, Aerospace and Ag-
ricultural Industry research studies, either in their original form or in a modi-
fied form according to the needs of the present research (Appendix B). 
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In some cases, after the initial request, certain representatives stated that 
they are not in a position to give an interview for reasons related to organiza-
tion‘s policy or due to time constrains and other factors. Nevertheless, they 
provided some relevant information that is presented and taken into account 
into the research. 
Next, several business strategy tools were utilized: PEST analysis and Porter‘s 
Five Forces model, IFE & EFE matrix and SWOT analysis. The tools essentially 
facilitated the formulation of the initial strategy of the commercial RPAS Com-
pany and along with the insights from the primary and secondary research, 
constitute the backbone of the proposed business plan. 
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IV. Data Analysis and Discussion 
An analysis of certain parts of the interviews conducted and the insights that 
were provided are presented below, in an attempt to inform the audience as 
to the industry’s dynamics and potential, along with the analysis revealed 
through the use of other appropriate tools as mentioned before. 
E. Amoratis, Vice Department Head in the Air Space General Organization & 
Efficient Exploitation Section of the Hellenic Civil Aviation Authority (HCAA) 
Mr. Amoratis provided valuable insights regarding developments in the regula-
tory environment in Greece, regarding the RPAS. Essentially, he stated that 
there is no regulatory framework. However, HCAA approves certain commer-
cial RPAS operations examining each situation separately, regarding safety 
and other factors. He also stated that the HCAA, having observed internation-
al developments in the sector, will publish in the next months specific regula-
tions that will cover all RPAS operations, recreational, state and commercial 
and will take into account arising issues (i.e. privacy concerns). The regula-
tions will becoming stricter as the complexity of RPAS activities is increasing. 
That means that for certain type of operations, training, assessment and li-
censing will be required for companies, pilots and maintenance personnel. Ac-
credited flight schools will be developed in order to perform the training and 
assessment. 
This is expected to increase the cost of operations for certain commercial 
RPAS services and in many cases it will lead many companies that seek such 
services to buy them from specialized RPAS companies that will be able to 
create economies of scale, rather than develop proprietary RPAS fleets. More-
over, opportunities for the development of flight schools can be a prosperous 
business field. 
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A. Kampouris, Architect, Imantosis 
Mr. Kampouris is an architect, but has also worked in topographic projects. He 
is a unique professional, because he has manufactured his own RPAS and 
having equipped it with state of the art sensors, he operates it in the projects 
of his company. Thus, the insights that he provided are quite enlightening. He 
stated that the RPAS capabilities make them indispensable tools for his pro-
fession and that the prospects of the industry are very promising. He also 
mentioned that the training curve needed to efficiently operate proprietary 
RPAS, the associated risk of damaging equipment, the high cost of upgrading 
the fleet and sensors in order to keep up with the rapid technological advanc-
es, combined with the cost of the software needed to analyze acquired data, 
will lead to the development of companies that will provide exclusively RPAS 
services. Nevertheless, he mentioned that the analysis of the acquired data is 
a complex procedure that can be made only by a specialized professional.  
 
K. Makrikostas, Chief Engineer in the Sector of Surveys and Licensing of the 
Independent Power Transmission Operator (IPTO) 
One of the responsibilities of the IPTO is the expansion of the Greek electrici-
ty grid. Mr. Makrikostas stated that in his sector, they perform the technical 
surveys that are necessary for the expansion. Currently, the company hires a 
LIDAR-equipped airplane for that purpose. He is aware of the advantages of 
the RPAS technology and explicitly reported that in the next project, the com-
pany intends to buy RPAS services in order to cut costs and time. Moreover, 
he provided a specific price, €1000-1500 per km, but for analyzed results, not 
just raw data. The possibility of developing proprietary RPAS fleet could be 
considered as an option for the company only for very large projects, that are 
not probable. Additionally, he recognizes that the RPAS technology will offer 
more flexibility to his business. He believes that innovation in the sector will 
not be restricted and that the technology can also be used for the inspection 
of the electrical grid. 
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As can be seen, high-value RPAS services (e.g. LIDAR surveys) constitute al-
ready a market. A major technical company presents the intention to buy. 
However, the potential client requests analyzed data. A RPAS company must 
be able to provide them either by hiring scientific personnel or by outsourcing. 
Moreover, it can expand in other sectors (e.g. inspection). Last but not least, 
a senior engineer confirms that the RPAS technology is developing in fast 
pace, and believes that innovation in the sector will not be restricted. Howev-
er, regulation and other issues can be barriers in a potential contract that 
need to be understood by the client. 
 
S.Papastamos, Director of the Transmission System Maintenance Department 
of the Independent Power Transmission Operator (IPTO) 
The department is responsible of the maintenance and inspection of approxi-
mately 11,000 km of electrical grid. Mr. Papastamos stated that the inspection 
takes place once a year by ground personnel. Twice in the past, the company 
hired a helicopter to do the job, however, the results were disappointing, as 
the acquired data were incompatible with the company’s systems and thus, 
unusable. He considers RPAS as an advanced technology that could perform 
the inspection of the whole grid within a month, offering the opportunity of 
multiple inspections within a year. However, he mentioned that there are reg-
ulatory barriers that do not allow this kind of operations at present. He con-
cluded that the company would buy RPAS services should they become avail-
able. Of course, the quality of the delivered data should meet company’s 
standards. 
Taking into account that the Civil Aviation Authority in fact grands authoriza-
tions for commercial RPAS flights, the IPTO can be a major customer for in-
spection RPAS services. The RPAS Company must ensure that the delivered 
data can meet the expectation of the customer, in order to avoid what hap-
pened with the helicopter incidents that were mentioned above. 
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F. Gakis, Energy Engineer, Quest Energy 
Mr. Gakis works for Quest Energy, a company that has invested in solar parks 
with a total power of 18,2 MW. Solar cells can be inspected for faulty ele-
ments with the method of thermography that is currently performed by hand. 
RPAS can provide aerial thermal inspection, significantly reducing required 
time. Quest Energy currently outsources the maintenance of the Solar Parks, 
but also confirms the inspection results with its own personnel. Mr. Gakis rec-
ognized that the RPAS can provide a fast inspection and stated that the com-
pany could buy RPAS services, but he could not define a reasonable cost. He 
believes that a company that operates solar parks would consider developing 
proprietary RPAS fleet only if the facilities were large enough to justify the in-
vestment. He also sees potential in the contribution of RPAS in the security of 
facilities and he believes that in general, the RPAS technology will expand 
commercially, even though its advantages are not well known by many pro-
fessionals. 
Definitely, RPAS thermography presents an opportunity. A potential RPAS 
company could target medium and small-sized solar park companies that 
cannot afford the development of a proprietary RPAS fleet. That does not ex-
clude bigger companies that may opt to buy RPAS services as well, especially 
in cases where the solar parks are a secondary operational field. The same 
stands for maintenance companies in the sector. Of course, the offered ser-
vice must include a complete report and not just raw inspection data. 
 
V. Triantafillou, Professional Farmer 
The interview was brief because the interviewee was not aware of precision 
agriculture either in general or in relation with RPAS applications, neverthe-
less, he provided useful insights. As he is an experienced farmer, the fact that 
he has never heard of Precision Agriculture shows that it is an unexplored 
field in his agricultural region. He was provided with relevant information in 
order to assess his initial reaction to the innovative agricultural practices. He 
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affirmed that operating RPAS in order to monitor the fields for diseases, ferti-
lizer needs and nutrient ingredients, would benefit his business. However, he 
would like to be provided with some evidence regarding the efficiency of the 
new methods. Talking about his perception about a reasonable cost for the 
service, he initially stated that the Greek farmers are severely hit by the eco-
nomic crisis and that he is willing to pay €20 per survey for his 80 acres, as a 
part of a group contract with other farmers, in order to keep the costs low. 
It is obvious, that a sound promotional campaign, including demonstrations 
and free reports is needed in order to convince farmers, who are unaware of 
Precision Agriculture, that the Return On Investment can justify the purchase 
of related RPAS services. However, next years will be even more difficult fi-
nancially in the agricultural sector, as the government intends to increase tax-
es and thus shrink even more the reduced income of farmers. In effect, a 
RPAS company must approach Agricultural Associations in order to gain group 
contracts in order for the operations to be viable. 
 
Other contacts, interview not possible due to organization‘s policy or other 
factors 
A representative of the Hellenic Coast Guard stated that the Agency is 
planning to buy RPAS services for border control issues. The requested 
service is considered to be high-end as it requires high performance RPAS and 
complex mission procedures.  
A representative of the General Secretariat of Civil Protection stated that his 
Agency relies on other governmental agencies for situational awareness, 
though they have considered utilizing RPAS. 
A representative of Aktor, a major construction company, replied that they do 
not use RPAS services and that she is not aware of how they would benefit 
from them. Taking into account that RPAS applications for construction 
already exist, it is obvious that a sound promotional campaing with live 
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demonstrations is required, in order to convice customers in the sector about 
the value of RPAS. 
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V. The importance of the Business Plan 
According to Ford, Bornstein and Pruitt (2007) the business plan is a 
plan for developing new business ideas, a retrospective tool in order to assess 
business performance in latter stages and an essential element in the fund 
raising procedure. As discussed in the Creating a Business Plan (2007) of the 
Harvard Business School, it is essentially a road map which will facilitate navi-
gation into the competitive business environment. 
However, research findings regarding the correlation of the business 
plan quality with the viability and success of a new venture are contradictory. 
According to a study of Fernández-Guerrero, Revuelto-Taboada and Simόn 
Moya (2012) the quality of a business plan taking into account the economic, 
financial and organizational viability cannot lead to a safe prediction of the 
success of a startup. On the other hand, Burke, Fraser and Francis (2010) 
found that business plan‘s contribution to the growth of ventures that launch 
a new product or service is significant. 
The conclusion could be that the quality of the business plan cannot 
guarantee the business success in all circumstances and in any case. Howev-
er, that is not a reason for not developing a sound business plan. Preparing it, 
the entrepreneur identifies an opportunity, analyzes market and competitors 
and designs the strategy and the structure of its venture. Essentially, with it, 
he raises the odds of success. 
In the business plan that follows, the authors integrated the results of 
primary and secondary qualitative research and the insights from business 
strategy tools. The outline of the business plan was derived from an approach 
of Ernst & Young LLP (1997). 
Last but not least, it must be stated that the business plan is a living 
document. After its completion, it is needed to be reviewed regularly taking 
into account firm‘s performance and changes in the business environment 
(Simoneaux & Straud, 2011). 
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VI. Business Plan Executive Summary 
The current business plan is an initial attempt to identify potential develop-
ment issues that a start-up Company is facing and to propose realistic and 
feasible solutions. The Company is related to the Aviation and Aerospace in-
dustry  and specifically in the RPAS sector. It is being organized to take ad-
vantage of a specific gap in the RPAS high quality services in Greece. This 
gap, coupled with the demand for specialized services, indicates that a new 
mean of RPAS service provider could be expected to capture a significant por-
tion of the emerging market. 
Notably, The management of the Company is experienced in the Aviation and 
Aerospace industry. 
As a new-entry Company in Greece, it will encounter the difficulties due to 
financial and political instability. The Company's strategy is examined in ac-
cordance with its internal strengths and weaknesses and the external oppor-
tunities and threats.  
The IFE Matrix score of 2.49 signifies that despite the strong weaknesses, 
which can be mostly attributed to its startup nature, the company can build 
on its strengths for a good performance.  
Specifically, the results of the analysis show that the Company needs to carry 
out a Strategic Plan that focuses in high quality and unique services. To 
achieve that, it needs to build a state of the art, diverse RPAS fleet that will 
offer a variety of services and will be operated by highly skilled personnel.  
 Moreover, the company needs to identify the complex customer needs in 
various targeted sectors, launch tailored promotional campaigns, assess 
carefully the viability of each project, and provide services that create true 
value to the client. For that reason, it must be able to deliver analyzed data, 
and detailed, scientific reports, rather that simply raw data. 
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The EFE Matrix score of 2.87 shows that the company’s initial strategic design 
allows it to exploit existing opportunities, despite the difficult external envi-
ronment.  
More precisely, despite the harsh business conditions, with increased corpo-
rate taxes and market dysfunctionalities, company’s research and projections 
indicate that RPAS services are sufficient to provide the Company with ade-
quate revenues in its first full year of operations, utilizing five fly assets. 
These sales figures are based upon use of an average rate of three hours per 
month per asset in year one and at contracts with companies that demand 
this services. 
The sales levels will produce respectable net profit in the first operational year 
and exponential growth in flight-year two. Profits in year one will be a modest 
percent of sales and will improve steadily with the economies gained in year 
two. The over-all operational long term profit target will be 75% of sales as 
net profit in year seven. The company's long term plan is part of the due dili-
gence package.  
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VII. Market Analysis 
Civil drones offer huge potential for developing innovative applications in a 
wide variety of sectors that benefit European society, creating jobs and 
achieving useful tasks. 
A. Industry Description and Outlook 
Remotely Piloted Aircraft Systems (RPAS)-commonly referred to as UAV, UAS 
or drones-extensively used by U.S. military reconnaissance and weapons de-
livery operations in war zones like Afghanistan. Now, new technologies and 
pending regulations in the European Union and the United States are enabling 
the manufacture and use of RPAS in in domestic commerce, giving rise to a 
growing commercial RPAS industry. 
1. Description of the primary industry 
The commercial RPAS industry is in its early days, raising a similar set of new 
legal and social issues and presenting a similar diversity of products. RPAS 
have the potential to bring many changes in the way businesses and govern-
ment agencies operate. Even as companies and public-sector organizations 
are considering ways to make productive use of RPAS, inventors are already 
at work on new generations of vehicles that may be able to not only fly, but 
also crawl up a wall, swim, or walk.  
These more sophisticated capabilities would permit a vehicle to more com-
pletely explore, provide search and rescue, or monitor an environmental site 
or natural disaster. RPAS are now being produced and deployed in many 
countries. The rate of development in the European Union will depend, in 
part, on the issuance of European Aviation Safety Agency (EASA) regulations 
governing the operation of RPAS by commercial and public-sector users. RPAS 
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development has been driven to date primarily by military applications, but 
that will soon change as commercial uses of RPAS begin to take off.5 
2. Size of the industry 
The fast-growing global RPAS industry has poured investment and effort into 
opening up this all-new hardware and computing market. A growing ecosys-
tem of RPAS software and hardware vendors is already catering to a long list 
of clients in agriculture, land management, energy, and construction. Many of 
the vendors are smallish private companies and startups — although large de-
fense-focused companies and industrial conglomerates are beginning to invest 
in drone technology, too.6 
3. Industry characteristics and trends 
The global commercial RPAS market will take shape around applications in a 
handful of industries like agriculture, energy, mining, construction, real estate, 
news media and film productions. In addition, technology barriers are at once 
a roadblock and a huge business opportunity. Many of the notable early 
commercial RPAS manufacturers are emerging outside of the US market. 
These include Switzerland-based senseFly (owned by France-based Parrot), 
Canadian firm Aeryon, publicly traded Swedish firm CybAero, Shenzhen, Chi-
na-based DJI, and Korea-based Gryphon.7  
5 Congressional Research Service, 2015, Unmanned Aircraft Systems (UAS): 
Commercial Outlook for a New Industry, Canis B., Specialist in Industrial Organiza-
tion and Business 
6 Business Insider Intelligence, The Drones Report: Market forecasts, regula-
tory barriers, top vendors, and leading commercial applications, viewed 20 October 
2015, from http://www.businessinsider.com/uav-or-commercial-drone-market-
forecast-2015-2 
7 Ibid. 
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Figure 7-1: Global Aerial Drone Market (Source: Teal Group, BI Intelligence 
Estimates, Michael Toscano) 
IBISWorld estimates that of the $3.3 billion in revenue generated in the Unit-
ed States by all RPAS sales in 2015 (military, civil, and commercial), the civil 
and commercial segments will account for about 3.8%, or about $125 mil-
lion.8 It calculates that drone manufacturers currently employ about 8,300 
U.S. workers. IBISWorld predicts that the U.S. market will grow to $4.3 billion 
by 2020, with just under 10,000 jobs.9 
8 Maksim Soshkin, Unmanned Aerial Vehicle (UAV) Manufacturing in the US, 
IBISWorld, OD4424, April 2015, p. 15. The IBISWorld report on UAS says that the 
other shares of the 2015 UAS market are accounted for by the U.S. Navy (36%), 
U.S. Air Force (34%), U.S. Army (15%), U.S. Marines (2.4%), and other defense 
markets (9%). 
9 Ibid. 
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Deloitte estimates that this year about 300,000 non-military RPAS will be sold 
worldwide (resulting in more than 1 million in consumers’ hands), with pro-
jected revenues of $200-$400 million. The report adds, “We are not foresee-
ing a breakthrough year for drones in 2015.”10 
Moreover, the Teal Group, a U.S. aerospace consulting firm, sees a strong 
growth potential. It believes RPAS are “the most dynamic growth sector of 
the world aerospace industry,” and “new unmanned combat aerial vehicle 
programs, commercial, and consumer spending all promise to drive more than 
a tripling of the market over the next decade.”11 Teal Group predicts that over 
the next 10 years, worldwide RPAS production will rise from $4 billion annual-
ly to $14 billion.12 The consultants forecast that the United States will account 
for 64% of research and development spending and 38% of military pro-
curement spending. A commercial drone report from Business Insider predicts 
that the commercial and civil RPAS market will pick up slack from declining 
military spending on drones, growing at a compound annual growth rate of 
10 Deloitte Touche Tohmatsu Limited, Drones: High-Profile and Niche, 2015. 
11 The Teal Group has released worldwide UAS market analyses annually, but 
the 2015 report is the first to include consumer UAV projections because of the rapid 
growth of that segment. Teal Group Corporation, Teal Group Predicts Worldwide UAV 
Production Will Total $93 Billion in its 2015 UAV Market Profile and Forecast, August 
14, 2015, http://www.prnewswire.com/news-releases/teal-group-predicts-worldwide-
uav-production-will-total-93-billion-in-its-2015-uav-market-profile-and-forecast-
300128745.html 
12 Teal Group forecasts that worldwide R&D for military UAS will add $30 bil-
lion in spending during the decade. 
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19% over the next five years, compared to growth in the U.S. military’s drone 
spending of about 5%.13 
4. Major customer groups 
RPAS can cover a wide range of services in civil sector like: 
• Precision Agriculture 
• Inspection / Monitoring 
• Mapping / Surveying 
• Film / Photo / Video 
• Public Safety / First Responders 
 
Picture 7-1: RPAS in Agriculture (Source: http://droneanalyst.com/agenda/) 
13 Business Insider Intelligence, The Drones Report: Market forecasts, regula-
tory barriers, top vendors, and leading commercial applications, viewed 20 October 
2015, from http://www.businessinsider.com/uav-or-commercial-drone-market-
forecast-2015-2 
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B. Target Markets 
1. Distinguished characteristics of the primary target markets  
Precision Agriculture 
Precision Agriculture is a farming management concept which provides 
precise data regarding the spatial and temporal soil and crop variability. 
These data are analyzed in order to optimize cultivation and use of resources. 
Apart from ground-based sensors, they can also be obtained by sattelite 
imagery 14. However, that kind of imagery is costly. Aerial imagery from RPAS 
can provide similar data in a much lower cost and without the restrictions of 
clouds which affect sattelite imagery. 
The level of penetration of Precision Agriculture techniques in Greece is low15. 
Initially, the farmers who operate in the two larger agricultular areas (i.e. 
plain of Thessaly and plain of Thessaloniki-Giannitsa) will consitutute the 
primary targets of Precision Agriculture Services, which are expected to be 
provided in specific seasonal patterns. Local Agricultural Cooperatives are the 
main influencers of the market. 
Inspection/Monitoring 
The target market includes companies of the energy sector. Power grids, solar 
panels and wind turbines need regular inspection in order to detect possible 
14 Lowenberg-DeBoer, J., 2015, 'The Precision Agriculture Revolution', Foreign 
Affairs, 94, 3, pp. 105-112, Business Source Complete, EBSCOhost, viewed 5 No-
vember 2015 
15 Alexandridis, T.K., Galanis, G., Kalopesa, E., Cherif, I., Chouzouri, A., Dimi-
trakos, A. et. al., 2015, ‘Promoting precision farming in southeast Europe: examples 
from site-specific management clusters in north Greece’, Precision Agriculture, 15 
(abstract) viewed 5 November 2015, from 
http://www.wageningenacademic.com/doi/10.3920/978-90-8686-814-8_91 
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flaws that require repair. Construction companies consitute another segment. 
The inspection can be performed in facilities/infrastructure that is not easily 
accessible because either it is located in hard-to-reach places or its structure 
does not offer easy access to critical points. Monitoring of the 
facilities/infrastructure is directly linked to security. Currently, the inspection 
incurs high costs (e.g. due to the use of cranes that are expensive to hire) 
and it is a time consuming task. RPAS systems, equipped with state of the art 
sensors, can approach any point of a faclility/infrastructure with speed and 
remarkable precision at a lower cost. Moreover, they offer increased 
endurance and surveillance capabilities for monitoring purposes, enhancing 
the overall monitoring process. Last but not least, RPAS can be used 
efficiently for inspection of the transprtation grid (i.e. roadways, railways). 
Insection cycles and monitoring patterns can vary depending on the type of 
the facility/infrastructure and the requirements of the customer. 
Mapping / Surveying 
The target market includes real estate and land developpers,  engineering 
firms, mining companies, researchers, rural and surveying engineers and 
government agencies that require digital photogrammetry, terrain modeling 
and change detection services. These needs are currently covered by aerial 
images captured by manned aircraft or by sattelite images. Both solutions are 
costly. RPAS systems offer the same services in a lower cost and with the 
option of multiple area covering. 
Cycling trends of the service vary depending on customer ‘s needs. 
Public Safety/First Responders 
The General Secretariat for Civil Protection of the Ministry of Interior and 
Administrative Reconstraction requires forest surveillance for fire prevention, 
and situatinal awareness in cases of natural disasters or other emergency 
incidents. RPAS systems, equipped with advanced cameras and sensors (e.g. 
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sensors that can detect hazardous substances) and increased endurance can 
provide these kinds of services in an efficient manner.  
Hellenic Coast Guard is responsible for the border control  of the sea borders 
of the country and the Search and Rescue operations. These times it faces 
great challenges as the migration and refugee flaws skyrocketed during the 
last year and are not expected to be controlled soon. The need for 
surveillance means is huge. 
Currently, these operations are being conducted utilizing aircrafts and ships, 
whose operation is costly. In the case of forest surveillance, the service is 
required every year during the fire fighting season (it usually extends from 
May to October16). For the Hellenic Coast Guard operations, the service is 
required all year round. 
Film / Photo / Video 
The target market includes real estate professionals, event organizers, movie 
makers, advertising companies and individuals who require aerial videos and 
photos. These needs are already being covered by entry level RPAS and is not 
considered to be a primary target market. However, these kinds of services 
will be offered upon demand. 
 
 
 
16 Civil Protection. Planning and actions of Civil Protection in order to cope 
with hazards related to forest fires during the firefighting season, Viewed 9 Novem-
ber 2015 from 
http://civilprotection.gr/sites/default/gscp_uploads/egkyklios_dasikwn_pyrkagiwn_20
15.pdf 
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2. Primary market size 
Precision Agriculture 
In the geographic area specified as the initial target market (plains of 
Thessaly and Thessaloniki-Giannitsa) there are 342,058 farms of 1,634,000 ha 
in total17. 
Inspection/Monitoring 
--- Hellenic Electricity Transmission System: It is comprised of 11,303 km of 
Transmission Lines18 which require inspection according to their maintenance 
schedule or on demand in case of damage (e.g. due to storm). The mainte-
nance of the system is conducted by the Independent Power Transmission 
Operator.  
--- Wind Farms: 1091 operational projects, 588 in licensing process.  
--- Solar Farms: 1154 operational projects, 1 in licensing process19. 
--- Trans Adriatic Pipeline: Its construction is planned to begin in 2016 and is 
expected to be operational in 2020. The part of the pipeline in Greek territory 
will be 550 km.20 
17 Hellenic Statistical Authority, Holdings and Areas/2009, viewed 10 Novem-
ber 2015, from http://www.statistics.gr/statistics/-/publication/SPG31/- 
18 Independent Power Transmission Operator, 2012, Transmission System 
Description, viewed 18 November 2015 from http://www.admie.gr/en/transmission-
system/system-data-description/ 
19 Regulatory Authority for Energy, Licencing Process, viewed 18 November 
2015 from 
http://www.rae.gr/site/file/categories_new/renewable_power/licence/statistics/info?p
=files&i=2 
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--- Athens Water Supply and Sewerage Company: 495 km of water transfer 
aqueducts21 
--- Mining: 36922 companies. 
--- Construction: 84,622 companies23. 
Mapping / Surveying 
--- Rural and Surveying Engineers: 6,07024. 
--- National Cadastre & Mapping Agency S.A. (NCMA S.A.) projects25: 
• Development of unified national basemaps for the entire country with 
funding from the 3rd  Community Support Framework.  
• The aforementioned maps are expected to be getting perpetually 
updated according to the European Earth Observation program 
20 Trans Adriatic Pipeline, viewed 18 November 2015 from http://www.tap-
ag.com/ 
21 Athens Water Supply and Sewerage Company, viewed 10 December 2015 
from https://www.eydap.gr/en/TheCompany/CompanyProfile/ 
22 Hellenic Statistical Authority (2013), Mines, pit-quarries and salters, viewed 
18 November 2015 from http://www.statistics.gr/statistics/-/publication/SIN18/2013 
23 Hellenic Statistical Authority (2013), Construction, viewed 18 November 
2015 from http://www.statistics.gr/statistics/-/publication/SIN21/2013 
24 Technical Chamber of Greece, Members of Technical Chamber of Greece, 
viewed 19 November 2015 from 
http://portal.tee.gr/portal/page/portal/TEE/TEE_MEMBERS 
25 National Cadastre & Mapping Agency, viewed 15 December 2015 from 
www.ktimatologio.gr 
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Copernicus26, for land use monitoring purposes. Also, updates will be 
being performed for the terrestrial areas protected under ‘Natura 2000’ 
network at a national scale. 
• Orthoimages are produced every two months for wildfire-stricken areas 
in order to identify unothorized activities. 
Public Safety/First Responders 
The size of the market can not be estimated since it depends on the 
government policies regarding outsourcing of these kind of services. However, 
taking into account the company ‘s capacity for innovative, cost-effective and 
efficient services in the Public Safety/First Responders sector, it is expected 
that government agencies, which operate under continuously shriniking 
budgets, will begin to use RPAS-based solutions from private companies.  
Film/Photo/Video  
--- Production companies: 4227. 
--- Real Estate Agencies: approximately 8,00028. 
3. Market penetration 
Precision Agriculture 
Expected Market share: 75% in the targeted geographical area due to the 
quality of the offered services. As precision agriculture is considered to be a 
26Copernicus, viewed 15 December 2015 from http://www.copernicus.eu/ 
27 Hellenic Film Commission Office, Film, Television and Commercial Produc-
tion Companies in Greece, viewed 27 December 2015 from 
http://www.hfco.gr/A8E29458.en.aspx 
28 Eurocapital (2015) Direct consequences in real estate agencies, viewed 19 
November 2015 from http://www.eurocapital.gr/index.php/permalink/71514.html 
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novel field for Greek farmers in the targeted area, the company initially will 
reach 100% of market share. A decline of 25% is expected to take place due 
to new entrants that will be attracted by the new opportunity. 
Inspection/Monitoring 
Expected market share: 50%. Due to the complexity of the market category, 
as it includes several separate markets/industries, the expected value is 
indicative of the quality of the RPAS fleet and offered services and is not a 
result of calculations. 
Mapping / Surveying 
Same as above. 
Public Safety/First Responders 
The expected market share is 75% of the offered government contracts. The 
estimation is  based on the quality and capabilities of the company ‘s RPAS 
fleet and services. 
Film/Photo/Video  
There is no target in this category, as it is considered to belong to the 
secondary service portfolio, at least in the initial stages of the company. 
C. Market Test Results 
1. Potential customers contacted 
During the primary research, several potential customers were contacted in 
order to gain insights regarding attitudes towards the RPAS technology and 
the benefits that it brings, to identify purchase intentions and define – 
wherever it was possible – the price that they are willing to pay for specific 
RPAS services. The contacts included the the Independent Power Transmis-
sion Operator, Quest Energy (Solar Parks), Aktor, a construction company, 
the General Secretariat of Civil Protection, and the Hellenic Coast Guard. 
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2. Information given to potential customers 
The contacts did not involve a presentation of the capabilities of the compa-
ny’s RPAS fleet and the breadth and specifications of RPAS services, as the 
main purpose of the conducted interviews was to examine the awareness and 
ideas of potential customers regarding the RPAS technology and services in 
general. In later stages, when the company is ready to offer complete ser-
vices, a comprehensive campaign which will include all necessary information 
– including live demonstrations - will take place, obviously targeting a much 
wider range of potential customers. 
3. Reaction of potential customers  
Independent Power Transmission Operator (IPTO) 
Chief Engineer in the Sector of Surveys and Licensing of the IPTO finds RPAS 
technology highly beneficial as it can reduce dramatically both cost and work-
time (Lidar applications). He stated that the company will seek for such ser-
vices for the next project of expansion of the electrical grid. Moreover, he 
added that RPAS services can be bought for the inspection of the existing 
grid. The latter was confirmed by the Director of the Transmission System 
Maintenance Department. 
Quest Energy (Solar Parks) 
An energy engineer of Quest Energy stated that his company would benefit 
for RPAS services regarding both the inspection of the solar parks and the 
security of buildings and facilities. 
Professional Farmer 
Though he was not aware for Precision Agriculture, a RPAS application for the 
agricultural sector, he found it interesting and that it could be purchased en 
masse in order to reduce the cost, as currently in Greece, farmers face 
financial problems that are expected to become worse, as the Government is 
willing to increase taxes in the sector. 
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Hellenic Coast Guard 
A representative that the Agency is planning to buy RPAS services for border 
control issues. 
Aktor, Construction Company 
A representative replied that the company does not use RPAS services and 
that she is not aware of how it would benefit from them.  
General Secretariat of Civil Protection 
A representative stated that his Agency relies to other governmental agencies 
for situational awareness, though they have considered utilizing RPAS. 
4. Importance of satisfaction of targeted needs 
The satisfaction of targeted needs is of paramount importance, as the offered 
services are novel to many professionals, and the brand building procedure is 
in its infancy. The company will define in detail what is needed to be delivered 
and confirm that it is able to deliver it as agreed. 
5. Test group’s willingness to purchase services at various price levels 
The market research is in its initial stages. Further contacts that will help to 
elaborate on specific customer needs and benchmarking data from foreign 
RPAS companies will allow to test efficiently potentilal customers’ willingness 
to purchace services at various price levels 
D. Lead Times 
1. Preprocessing Lead Time 
Due to the fact that the industry is in the very early stages of growth, as ser-
vice providers’ the Company has to be very well prepared to meet and exceed 
the customers’ expectations in the most proper and safest way. The key fac-
tors that Company must take into account are summarized below.  
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It is mandatory for the service provider to obtain all the necessary certifica-
tions and permits from the appropriate authorities to operate legally. In addi-
tion, the Company must have the proper insurance on its fleet that covers the 
particular services that provides. By that way the Company will reduce any 
kind of Lead Time to provide its services in any region and any sector of the 
industry.  
The decision to buy or lease the appropriate type and number of RPAS, to 
provide the services, is a considerable factor for reducing the Lead Time. In 
accordance to that, extremely considerable is the ability of the Company to 
have backup systems and gear, in case of a failure and the competence to 
maintain its fleet. 
Recruitment of experienced pilots to fly the RPAS, in a number that they will 
meet the demands of the customers after the market research, and also the 
creation of a pool with capable pilots for follow on support, will also help the 
Company to reduce the Lead Time. 
2. Processing Lead Time 
The Company will provide services to customers with the use of RPAS and 
give the ability to perform a correct and time-sensitive planning management, 
to grant their satisfaction. From the time the demand of the customer will be 
held, an experienced and well-trained team will analyze all the data and go 
through a decision making process for the best result. Due to the wide range 
of services that Company provides, the need of expertise in every sector of 
RPAS use is compulsory.  
The planning experts will be framed by all appropriate tools to reach high lev-
el performance, that will be compatible with the RPAS fleet and the service 
that provide.  
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3. Postprocessing Lead Time 
As an RPAS Company, we will have the ability, except for the time to create 
the proper plan in accordance with the demands of the customer, to execute 
and support it in the less available time. This can be done only when the 
whole organization is concerted. The formation of the team which will execute 
the project, the transportation if needed and the overall situation analysis of 
any other factors, like bad weather or heavy traffic in the area, must be pro-
cessed with the proper contingency plan.  
E. Competit ion 
1. Identification 
The competition in Greece includes the following companies: 
Altus- LSA29: The company offers Unmanned Aerial Services in the following 
sectors: mapping/surveying, monitoring, public safety/first responders and 
aerial filming. Moreover, it offers Unmanned Aerial Target Drone services (mil-
itary/weapon testing) and provides engineering solutions that do not include 
RPAS. 
Aratos Technologies S.A.30: The company mainly provides satellite-related 
services. Additionally, it offers RPAS services in the following sectors: public 
safety/first responders, precision agriculture and monitoring. 
 
29 Altus-lsa, viewed 15 December 2015 from www.altus-lsa.com 
30 Aratos Technologies S.A., viewed 15 December 2015 from www.aratos.gr 
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2. Strengths 
Altus-LSA 
• More than 15 years of experience in the area of Unmanned Aerial and 
Surface Systmes with international customers. 
• It operates the Spylite31, a reliable, high performance RPAS. 
• Participation in national and EU funded research programs which 
involve the use of Unmanned Aerial Vehicles for border control 
(SUNNY32: Smart UNattended airborne sensor Network for detection of 
vessels used for cross border crime and irregular entrY) and wildfire 
prevention and monitoring (FERMIS33: Fire Event Remote Management 
Iinformation System). 
• Diversified services portfolio. 
 
Aratos Technologies S.A. 
• Integrates satellites, RPAS and ground-based systems for surveillance 
and security applications. 
• It operates a high-performance RPAS34. 
 
31 Bluebird Aero Systems, UAV Systems, viewed 27 December 2015 from 
http://www.bluebird-uav.com/spylite/ 
32 Sunny, viewed 15 December 2015 from  www.sunnyproject.eu 
33 FERMIS, viewed 15 December 2015 from http://www.fermis-
project.eu/fermis/ 
34 Aratos, Aratos RPAS Solution Description, viewed 27 December 2015 from 
http://artosrpas.com/Aratos_RPAS.pdf 
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3. Weaknesses 
Altus-LSA 
• The company offers a limited range of RPAS services. 
• Although it has presented commercial activity in Aerial Target Services 
and engineering solutions (that do not include RPAS), it appears to be 
inactive in the commercial RPAS applications sector35. 
• The company operates a single RPAS type36 that can not cover 
efficiently all the proposed services in all possible conditions (e.g. 
limited available space for takeoff/landing).  
• RPAS endurance: 4 hrs. Not the best in the market. 
• Limited range of available sensors. 
Aratos Technologies S.A. 
• The company offers mainly satellite-based solutions. It provides limited 
range of RPAS services in the field of Homeland Security (e.g. border 
surveillance, pipeline monitoring, disaster monitoring). It appears to be 
inactive in the commercial RPAS services sector37. 
• The company operates a single RPAS type38 that can not cover 
efficiently all the proposed services in all possible conditions (e.g. 
limited available space for takeoff/landing). 
• Limited range of sensors. 
• The proposed service packages that integrate satellites, RPAS and 
Ground Based Systems are expensive solutions. 
35 Altus-lsa, News and Events, viewed 27 December 2015 from 
http://www.altus-lsa.com/index.php?ID=News-Events 
36 Altus-lsa, op.cit. 
37 Aratos, News, viewed 27 December 2015 from http://aratos.gr/news/ 
38 Aratos, op.cit. 
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4. Importance of target market to competition 
Altus-lsa: The company provides RPAS services in the mapping/surveying, in-
spection/monitoring and public safety/first responders markets, maintaining 
its own trained personnel. Although there is no evidence of commercial activi-
ty in the aforementioned markets, the company appears to recognize the pro-
spects of commercial RPAS services and has participated in certain research 
programs.  
Aratos Technologies S.A.: The company offers RPAS solutions as complemen-
tary services to its satellite-based services. Although there is no evidence of 
commercial activity in the aforementioned markets, the company appears to 
recognize the prospects of commercial RPAS services in precision agriculture, 
monitoring/surveying and public safety/first responders markets. 
5. Barriers to entry into the market 
The threat of new entrants is considered to be low for low-end, niche market 
RPAS operators and high for operators who offer full range and high value 
RPAS services (Appendix A, Porter‘s Five Forces Model39). 
F. Regulatory Restrictions 
The European aviation community gathered in Riga (2015) to exchange views 
on how, and under which conditions, drones can help create promising new 
opportunities in Europe, offering sustainable jobs and new prospects for 
growth both for the manufacturing industry and for future users of drones in 
all sectors of the society. Drones offer new services and applications going 
beyond traditional aviation and offer the promise to perform existing services 
39 Porter, Michael E. "The Five Competitive Forces That Shape Strate-
gy." Special Issue on HBS Centennial. Harvard Business Review 86, no. 1 (January 
2008): 78–93. 
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in a more affordable and environmentally friendly way. It is a truly transfor-
mational technology.40  
The aviation community stressed the necessity for European regulators to en-
sure that all the conditions are met for the safe and sustainable emergence of 
innovative drone services. At the same time regulations must help the indus-
try to thrive and adequately deal with citizens’ concerns. 
The following principles were established in order to guide the regulatory 
framework in Europe:41 
• Drones need to be treated as new types of aircraft with proportionate 
rules based on the risk of each operation. 
• EU rules for the safe provision of drone services need to be developed 
now. 
• Technologies and standards need to be developed for the full integra-
tion of drones in the European airspace. 
• Public acceptance is the key to the growth of drone services. 
• The operator of a drone is responsible for its use. 
 
To allow a short reaction time, the development of drone services and drone 
technologies needs close monitoring. To this end, the EU should establish an 
easy access for SMEs to information required for drone manufacturing and 
service provision, together with an observatory to keep track of the growing 
number of operations in Europe and the evolution of innovation. This monitor-
ing will permit informed decisions relative to the establishment of priorities for 
future legislation. It will also help regulators to learn from experience and ver-
ify that the rules are fit for purpose, namely to ensure that new technologies 
40 Riga Declaration on Remotely Piloted Aircraft (drones) "FRAMING THE FU-
TURE OF AVIATION" Riga - 6 March 2015. 
41 Ibid. 
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and drone services can develop in full respect of the required high levels of 
safety, security, privacy and environmental protection. An annual progress 
report should be published.42 
 
In Greece authorities are expected to follow EU legislation. At present, the 
use of RPAS is referred to FEK-2010-B-9, which is a state law.  
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
42 Riga Declaration on Remotely Piloted Aircraft (drones) "FRAMING THE FU-
TURE OF AVIATION" Riga - 6 March 2015. 
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VIII. Company Description 
The Company will be a unique one in Greek territory, due to the fact that it 
will provide a wide range of services that no other company does. It will focus 
in all sectors that a RPAS company can do, providing applications on the civil-
ian market in which commercial dealings are conducted.  
It will be developed as a Private Company (PC) or in Greek IKE. IKE is a com-
pany that has capital and the liability of its members for the company debts, 
except for those with the guarantee contribution, is limited. It is a commercial 
company and a legal entity.   
Vision 
The Company’s vision is to become the best RPAS services provider in Europe 
and especially in the Region of Eastern Mediterranean, offering innovative and 
superior quality services, to satisfy every customer. 
Mission 
The Company’s mission is to meet customers’ expectations for innovative and 
superior quality products and services; leading technology; competitive pric-
ing; best-in-class service and support through supply chain; financial stability; 
attractive work environment that promote teamwork; continue the responsive 
policy with the Codes of Conduct, Ethic and Business.   
Objectives 
The Company’s main objective is to connect with its consumers and increase 
awareness and sales of its services offerings. It plans to engage and grow its 
community by developing innovative services adapted to every need of the 
customer. 
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A. Nature of Business 
The markets that the Company will satisfy are precision agriculture, inspec-
tion/monitoring, mapping/surveying, public safety and aerial filming. Many 
companies in these markets spend great amounts in Research and Develop-
ment to provide their customers with new and better products and services, 
while they increase their profits. What they need to achieve is gathering in-
formation and data in less time and less expenses. 
The Company main aim is to help these companies to satisfy their needs, 
providing them with unique RPAS services. RPAS can be used in different 
ways with many applications and provide a large amount of data, totally usa-
ble from the companies. Except for gathering data, RPAS can be used to sat-
isfy the highest singular demands either of individuals or companies.  
B. Distinctive Competencies  
The most distinctive competency for the Company is the experience of 
the founders in aviation. The sum of total flight hours in a demanding air op-
erations environment of all kind, the high professionalism training and the 
great experience in organizing and leading such operations makes the Com-
pany a very competitive organization.  
The Company, in addition, will develop high professionalism standards 
among the personnel and also customer-focused practices in order to ensure 
the efficient delivery of services. It will select the most cost effective assets 
from a wide range of RPAS manufacturers, with primary requirements the ef-
ficiency and reliability.  
It will cooperate with companies and use technological advanced appli-
cations and peripherals components that can be combined with RPAS tech-
nology to increase the range of services can be provided to customers. 
Finally the location of the administration offices will be in Athens, 
where the main industrial development exists, but there will be a team of ex-
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perts that they can contact different regions along Greece to advertise the 
Company and its services.   
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IX. Marketing and Sales Activities 
A. Overall Marketing Strategy 
1. Marketing penetration strategy 
In a growing market, by achieving and maintaining a certain market share will 
result in growth. The company aims to penetrate the currently developing 
RPAS market in Greece by utilizing carefully selected, state of the art RPAS, 
specialized for the exact customer needs in terms of quality and price. Par-
ticular attention will be paid to the ROI (Return of Investment) for potential 
customers, in order to provide attractive RPAS service packages. Currently, 
there are companies that offer RPAS aerial services, however, they utilize one 
for all solutions, not taking into account the unique parameters of different 
customer requests.  
As far as government contacts are concerned, the company will maintain the 
diversification and quality of its fleet with necessary upgrades, in order to 
meet all required contract terms and be able to offer the lowest bids. 
Moreover, the company plans to offer complete solutions for certain RPAS 
services, instead of raw aerial images data: For precision agriculture, it will 
analyze aerial images and provide complete reports regarding crop health, 
damage and estimated yield. For mapping/surveying it will be able to provide 
georeferenced orthorectified maps, accurate topographic modeling, detailed 
3D models and point clouds, covering a wide range of customer needs. 
Finally, it will operate two military grade RPAS for specialized, demanding 
missions that require unparalleled performance in terms of endurance/range 
sensors and data links. 
2. Growth strategy 
As a startup, the company will focus on internal growth, initially with horizon-
tal expansion of RPAS services. For every RPAS application, it will aim to 
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broaden its customer base. The successful horizontal expansion will create 
economies of scale, as overhead costs (e.g. insurance, administrative ser-
vices, Operation Center) will be backed up by increased operating cash flows. 
The development of economies of scale will allow the offering of reduced 
prices; more customers will be attracted. Companies that are operating or 
that plan to operate their own RPAS systems are expected to consider out-
sourcing RPAS services due to the reduced cost. 
At a later stage, after the initial success of business operations and the con-
firmation of its viability, the company will investigate opportunities of geo-
graphical expansion in neighbor countries such as Cyprus and Egypt. 
Moreover, taking advantage of its continuously developing expertise in com-
mercial RPAS operations, the company will opt for vertical expansion, increas-
ing diversification, with the following actions: 
• Development of software which will cover all aspects of the business: 
From training and maintenance to mission planning and optimum use 
of resources. Experience and feedback from real operations will allow 
the development of a competitive product. 
• Development of a qualified, according to international standards, RPAS 
Center that will offer crew training and licensing, accreditation of or-
ganizations and airworthiness assessment. 
• Offering of consultancy services regarding civil/commercial RPAS oper-
ations. 
3. Distribution channels 
The distribution of services will be conducted by direct, internal, specialized 
sales force that will be able to provide to potential customers all necessary 
information regarding mission details, expected outcomes and prices. RPAS 
services will be delivered in any place, upon demand and within limited 
timeframe that will be defined according to the complexity of the requested 
mission.  
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4. Communication 
The company will design, test, launch and will be continuously assessing and 
updating an Integrated Marketing Communications Plan that will cover the all 
the offered services. The Plan will aim to communicate the value of these ser-
vices to as many prospective customers as possible. The budget of the plan 
will be calculated with objective-and-task method.   
The first step in this process is to develop a solid online presence that will in-
clude a website, a professional YouTube channel and professional accounts in 
major social media platforms. The importance of all these media lies on the 
content, which will reflect brand values, key messages and critical details 
about the offered services.  
Afterwards, the company will specify the target audiences for each distinctive 
services sector and will identify the influencers and decision makers. Then, it 
will define the communication objectives that will be achieved by the promo-
tional mix. The main objective will be to introduce the new company and its 
innovative services and to create brand awareness. The promotional mix will 
include the following elements43: 
Advertising through carefully selected media that will maximize communica-
tion effect for each sector of RPAS services. 
Sales promotion through short-term incentives that will allow prospective cus-
tomers to get in touch with company‘s professionals and get to know the in-
novative services that they can offer. 
43 Kotler F., Armstrong G., 2012, Principles of Marketing, Upper Saddle River, 
NJ: Pearson Prentice Hall 
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B. Sales Strategies 
The company intends to use a combination of a small internal sales force and 
independent representatives by developing unique synergies. Due to the 
complexity of the offered services, special knowledge is required in order to 
inform the clients about the specificities of RPAS applications. It is expected 
that many prospective customers need to be educated about service packag-
es because they may not be familiar with the new innovative aerial services.  
Nevertheless, taking into account the breadth of the portfolio of the offered 
services and the diverse nature of the target markets, both in terms of unique 
market characteristics and in terms of geographic dispersion, independent 
representatives are also going to be hired. They can offer valuable networks 
of local connections, provide sales expertize for specific markets and will help 
in the weakening of the resistance to the new services44.  
The company will sign special contracts with certain independent representa-
tives that will define the engagement of its direct sales force, in order to max-
imize the gain of the procedure through carefully designed synergies. 
C. Pricing Strategy 
An indicative cost of services is presented in the table 9-1. Final prices will be 
calculated taking into account customer needs and operational conditions. As 
RPAS can offer cost-effective solutions, profit margins will be raised up to a 
certain point in order to compensate for increased corporate taxes. 
For Precision Agriculture, the cost reduction for a farmer that exploits RPAS 
technology vary depending on what is cultivated. According to Federal Avia-
44 Madhani, M.,P., 2014, Direct Salesforce Versus Independent Representa-
tives: A Strategic Choice Across a Business Lifecycle, viewed 12 December 2015 from 
http://www.worldatwork.org/waw/adimLink?id=75785 
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tion Authority45, an indicative reduction of costs could be €12 per ha. The 
company will charge €6 per ha on average. 
Mapping and Surveying pricing dais based on real market prices, as they were 
provided by interviewed professionals (Interviews, Appendix D). 
Inspection/Monitoring and Filming/Video/Photo pricing data calculations are 
based on the estimated value of the offered services. 
Public safety service pricing is based on real market prices according to pub-
lished government procurement competitive bidding documents.46 
 
 
45 Forbes, 2015, Leaked FAA Document provides glimpse into drone regula-
tions, viewed 5 January 2016 from 
http://www.forbes.com/sites/gregorymcneal/2015/02/14/the-faa-may-get-drones-
right-after-all-9-insights-into-forthcoming-regulations/#32450f2c1ba1 
46Ministry of Shipping and Island Policy, 2014, Competitive Bidding for the 
procurement of RPAS Services, viewed 10 December 2015, from 
file:///C:/Users/COSMOS/Desktop/%CE%92%CE%99%CE%972%CE%9F%CE%A0-
3%CE%95%CE%9D.pdf 
 Center for Security Studies, Payment for the procurement of RPAS service, 
viewed 15 December 2015 from 
file:///C:/Users/COSMOS/Desktop/6%CE%A19%CE%A3%CE%9F%CE%A19%CE%94-
6%CE%A17.pdf 
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Finally, the company will implement an Activity Based Costing system in order 
to be able to optimize pricing in profitable operations and review operations 
that are fruitless. 
 
PRICING 
Agriculture €6/ha 
Inspection/Monitoring €2000/day 
Mapping/Surveying €1000/day, €1500/km 
Public Safety/First Responder €1000/hour 
Film/Photo/Video 200/hour 
Table 9-1: Indicative Cost of Services 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Page 48  
 
  
 Services 
X. Services 
The main aim of the Company is to provide a wide range of high standard 
services to its customers.  
A. Service Description 
The services that the Company will provide, cover a wide range of sectors 
like: 
• Precision Agriculture 
• Inspection / Monitoring 
• Mapping / Surveying 
• Public Safety / First Responders 
• Film / Photo / Video 
 
1. Specific benefits of service 
The Company, through its fleet, will have the ability to survey large areas of 
agricultural land in high detail. It will also provide data suitable for high reso-
lution analysis of vegetation and crop health, as well as high quality ortho and 
DEM47 generation.  
Another distinguished characteristic of the Company is the ability it will give to 
survey big areas either night or day, with electro optical and infra-red sen-
sors. In addition to that, customers will have the option to ask for security 
services individually or as a company. 
47 Geoimage, DEM Generation  viewed 2 December 2015, from 
http://www.geoimage.com.au/services/dem-generation 
Page 49  
 
                                                     
  
 Services 
Additionally, customers will be able to ask specific services for inspection. The 
Company will provide inspection services of big constructions, airplanes, build-
ings, solar and wind farms, electricity power transmission lines, railway lines, 
transportation grid etc. These services will be take place under most environ-
mental conditions, but within the limits of the RPAS and in accordance with 
the safety rules.  
 
Picture 10-1: EPSILON 135 Single sensor, high performance gyro-stabilized 
gimbal (Source: http://uavfactory.com/product/74) 
2. Ability to meet needs 
The Company, will initially purchase two specialized RPAS units for every sec-
tor in order to be able to satisfy customers’ needs from the beginning. 
Through the time and after analysis of the market needs, it will be able to in-
crease its fleet. 
3. Competitive advantages 
The Company will be the first in Greece that it will provide a wide range of 
RPAS services, in so many sectors, operating a diverse RPAS fleet and intro-
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ducing cost-effective, low carbon footprint solutions. Furthermore, the two 
founders have great experience in aviation industry both in managerial posi-
tions and flight experience, with all the appropriate certifications. 
4. Present stage 
The two founders, at present, communicate with big RPAS manufacturers and 
analyze all the information that concern specifications and characteristics of 
the RPAS, the follow on support and the probability of purchasing them. 
B. Service Life Cycle 
1. Description of the service’s current position within its life cycle 
The Company will follow the below phases of life cycle: 
• Strategy 
• Design 
• Transition 
• Operations 
• Continuous Service Improvement (CSI) 
The Company is completing the Strategy phase, which includes the portfo-
lio planning, the service roadmap and life cycle planning, identification of 
the CSI projects and the service governance. All these will provide a 
smooth flow to continue with the Design phase. 
2. Factors that might change the anticipated life cycle 
A list of critical factors can affect the life cycle: 
• Lack of funds 
• Legislation changes 
• Taxation changes 
• Operation problems 
• Customer response requirements 
Page 51  
 
  
 Services 
• Certification and Licensing  
• Hardware and Software failures 
C. Copyrights, Patents, and Trade Secrets 
The Company will proceed with the manufacturing companies, that will 
provide the RPAS, in legal agreements to get the exclusive dealership in 
Greece, the Balkans, South-East Mediteranian area and when it is possible to 
whole Europe. Through these agreements it will try to develop all kind of 
activities and protect them with the appropriate legislation. 
D. Research and Developments Activit ies-Milestones 
The first steps of the Company will be focused in developing the high 
standard level of services that will provide to customers. With the completion 
of the operational stage, the Company will continue with the appropriate 
steps to found a RPAS test and training center in order to develop efficient 
and safe operating procedures and provide the appropriate certifications to 
flight and maintenance crew. This will be followed by the knowledge 
acquisition, through the manufacturing companies that will provide the RPAS 
and help to create the company’s maintenance center. Apart from training 
and evaluation of its personnel, the company plans to sell these services, 
founding a training and certification center that will meet international 
standards. 
Alongside, the Company will try to develop its own software applications for 
RPAS  through an IT department, that will provide all kind of solutions in 
markets’ demand: Fleet and crew management, mission planning and post-
mission feedback.  These applications will be used in conjuction with the fleet 
of the Comapny, but will be given the possibility to sale them in the market, 
with the suitable adjustments.   
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Morever, the company plans to explore Swarm Technology48, that is 
simultaneous and co-ordinated flight of an unmanned aerial system fleet 
operated by limited number or even one pilot. Unprecedented efficiency nad 
low workload are the main benefits. This technology lies beyond RPAS 
concept that require a pilot for each aerial vehicle, however it is expected to 
be the future revolution in the sector. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
48 http://www.bbc.com/news/technology-32334186 
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XI. Operations 
All operations will be contacted through the COO and the departments of 
Sales, Planning and Flight.  
 
Table 11-1: Operations Chart 
A. Service Delivery Procedures 
When a customer contacts the Company for a specific service through the 
Sales department, the COO and the Planning department will be informed. 
The Planning department goes through a list of procedures to check the 
achievability of the request. Then the COO and the Sales department take the 
feedback and the customer is informed. In addition, the sales department 
send the request to the CFO for the cost. After the final agreement with the 
customer, the COO inform the Flight department to schedule the mission. 
B. Service Delivery Capability 
The Company has developed a service delivery model to engage with its 
customers and ensure the consistenly contribution to safe and high quality 
services. 
COO 
Sales Planning Flight 
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Each phase in the service delivery model is carefully developed based on 
customer and expert knowledge. The first phases ensures that Company’s 
service delivery focused on the most achievable result which satisfies the 
customer.  
The Company believes that optimal utilization of RPAS and flight crew 
capabilities start with a detailed plan. Safety is of paramount importance and 
never sacrifized.  
All in all, the Company supports its customers demands and helps them with 
the optimal use of knowledge, expertize, planning and execution of the task. 
C. Operating Competit ive Advantages 
The Operating Competitive Advantages of the Company can be defined as:  
• Cost leadeship 
• Short throughput times 
• Flexibility 
• Reliability 
The Company will give the best price for the right kind of services. Through 
an efficient planning and control process, cost leadership can be achieved. To 
get the cost under control, the Company will measure the service perfor-
mance, based on customers’ feedback, with the help of a questionnaire at the 
end of each project. 
Short delivery times are also important for both customers satisfaction and 
cost reduction. Reducing the time between order intake and service delivery 
to customer, will help the Company to get the procedure under control. For 
that reason, the Company uses a planning process, both on the long term and 
the short term. The most important thing is to understand the demand and 
make the correct approach. This will be done by the expertized team in 
Planning and Flight department. Furthermore, the Sales department will make 
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forecasts to specify the demand, that can be based on history with statistical 
techniques and on marketing intelligence. 
Company’s basic idea is to be very flexible up to a certain point, and then be 
very inflexible in order to guarantee its reliability and keep cost under control. 
The Company by that way it will be able to plan all known orders, in a 
detailed way and when an urgent new order comes in or gets cancelled, it will 
immediately reflect the impact of change in whole organization. 
Reliability has to do both with the service and the process. Customers will be 
sure that they can get the quality of services in the expected time, in a 
consistent way. 
D. Suppliers 
The Company is in the process to evaluate RPAS manufacturers, that can  
cover its requirements. The manufacturers that are elligble to provide their 
products in a form of leasing or purchase are the below: 
• UAV Factory with Penguin C UAS 
• Quest UAV with Q-200 series UAS 
• senseFly (a Parrot company) with eXom 
• dji with PHANTOM 3 PRO 
• KLEOS S.A. with SPARTAN UAV 
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Penguin C UAS 
 Is a turnkey system consists of two unmanned aircraft vehicles (UAV), one 
ground control station (GCS), one ground data terminal (GDT), pneumatic 
launcher and ground support equipment. 
 
Picture 11-1: Penguin C UAS (Source: http://uavfactory.com/) 
The Penguin C UAS is a truly breakthrough feat of engineering in terms of 
performance, reliability and cost efficiency. The aircraft fits under the 55lbs. 
regulation requirements, it is equipped with a parachute recovery system, 
state of the art avionics, power plant and software. The plane is capable of 
operating from unimproved terrain, day and night, with an incredible 20+ 
hours of continuous flight.  
Penguin C is available with high performance EPSILON gyro stabilized gim-
bals. For payload control and real-time video, customers can utilize an inte-
grated datalink’s Ethernet and Serial pass-through with up to 12 Mbps rate. 
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UAV Factory’s Flight Operations Team has flight tested the Penguin C for 
thousands of hours, to ensure its reliability and robustness from normal to 
very hospitable weather conditions. 
Q-200 series UAS 
The QuestUAV AGRI PRO solution is aimed at the advanced user who is look-
ing to obtain high grade data and accuracy. 
The AGRI PRO is for is best suited for more established users who are looking 
to invest long term. The solution is aimed at allowing the user to remain ac-
tive in their service for longer by providing everything necessary to perform 
their job and to remain consistently airworthy, saving them time, resources 
and costs. 
 
Picture 11-2: Q-200 AgriPro (Source: http://www.questuav.com/store/uav-
packages/q-200-agri-pro-package/) 
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The data capable of capturing covers a wide range of applications and indus-
try including agriculture for crop health and land survey (5cm res), archaeolo-
gy for vegetation analysis and forestry for tree health. 
The QuestUAV Q-Pod technology allows a series of modular payload bays to 
be attached to your UAV. Opt for different sensors or upgrade to new sensors 
when they become available. 
eXom 
eXom is a sensor-rich platform with the widest camera breadth of any civilian 
drone. Its fully stabilized TripleView camera head allows you to switch be-
tween HD and thermal video imagery, live during your flight, plus you can 
capture high-resolution still images on demand. All of this data can be saved 
for further analysis post-flight, and all without landing to change payloads. 
 
Picture 11-3: eXom (Source: https://www.sensefly.com/drones/exom.html) 
The TripleView head features a 180-degree vertical range of motion, 6x digital 
zoom, active gimbal stabilization and, thanks to the eXom's shrouding frame 
design, an unobstructed field of view. The eXom is capable of achieving a 1 
mm still image resolution at a surface distance of 5 m (16.4 ft.). 
eXom is designed from the ground up to perform live inspections of buildings 
and other structures. Its onboard navcams and ultrasonic sensors provide the 
visual and proximity feedback you require to take the right decisions and 
maximize every mission’s chances of success. 
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This high level of operator awareness makes eXom particularly suitable for 
sensitive or dangerous sites, such as cliff faces, flare stacks, bridges, so-
lar/wind farms and more. 
PHANTOM 3 PRO 
The Phantom 3 is an easy to use, fully integrated package with an intelligent 
system that helps you fly.  
 
Picture 11-4: PHANTOM 3 PRO (Source: 
http://www.dji.com/product/phantom-3-pro/) 
GPS and GLONASS combine to make the Phantom 3 completely aware of its 
location and relation to you. It hovers more precisely, moves more accurately, 
and locks onto satellites faster. With the new availability of GLONASS, a min-
imum of 36 satellites are available to you around the world at any time.  
Through the DJI GO app, you can track its location on a live map, and record 
your takeoff point so you can bring it back to you with the tap of a finger. It 
processes information from every sensor and completes complex calculations 
in real time, giving you a worry-free flight experience. 
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Finally, a flying camera that packs years of experience in aerial imaging into 
one compact, easy to use system. With the Phantom 3 Professional, you are 
shooting 4K video at up to 30 frames per second and capturing 12 megapixel 
photos that look crisper and cleaner than ever. 
SPARTAN UAV 
SPARTAN UAV is a VTOL (Vertical Take-off and Landing) system developed to 
help UAV operators focus on their mission instead of handling the UAV. 
SPARTAN UAV versatility and ease of use along with its high performance 
characteristics makes it a valuable tool that is in a VTOL class by itself. The 
whole system (UAV and GCS) is the most compact UAS currently in use. It fits 
in a single case that can be carried by one man and it is ready to be deployed 
on the field and operate in less than 5 minutes. 
 
 Picture 11-5: SPARTAN UAV (Source: http://spartan-uav.com/spartan-
uav.html) 
SPARTAN UAV guarantees a rock-solid video and telemetry data link over a 
range of 7Km. A GCS embedded gyro-stabilized antenna and the unique tech-
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nology of beamforming array antenna onboard the UAV is the most powerful 
and interference-free UAV data link system available today. 
The SPARTAN UAV employs up to three optical sensors and DUAL video 
streaming of two sensors simultaneously. The UAV is equipped with a front-
side-looking First Person View (FPV) camera plus two optical sensors onboard 
the gyro-stabilized gimbal (day and thermal - LWIR). The user selects from 
the GCS which two video sources wants to stream simultaneously to the GCS. 
The SPARTAN data link is a high-performance wireless digital data link, 
providing long-range, high band-width data communication for both real time 
video and telemetry streaming. It is encrypted and provides frequency diversi-
ty in 5-5.8GHz license free spectrum. 
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XII. Management and Ownership 
A. Management Staff Structure 
The Company’s Managemement Staff Structure will be follow the basic 
structure of a start-up company. The positions of Chief Executive Officer 
(CEO) and Chief Operating Officer (COO) will be covered by the two founders, 
while the positions of Chief Technology Officer (CTO), Chief Financial Officer 
(CFO) and Chief Marketing Officer (CMO) will be covered after a recruitment 
process at a later stage. 
1. Management staff organization chart 
 
Table 12-1: Organization Chart 
2. Description of the chart 
The Management Team will have a simple structure where the CEO is the 
highest ranking executive in the Company, whose main responsibilities include 
developing and implementing high-level strategies, making major corporate 
Chief Executive Officer, 
Michalis Tzivanis 
Chief Technology Officer Chief Financial Officer Chief Marketing Officer  
Chief Operating Officer, 
Apostolos Makris 
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decisions, managing the overall operations and resources of a company, and 
acting as the main point of communication between the board of directors 
and the corporate operations.  
The COO is the senior manager who is responsible for managing the compa-
ny's day-to-day operations and reporting them to the CEO.  
The CTO is responsible for the management of an organization's research and 
development (R&D) and technological needs. He or she examines the short- 
and long-term needs of an organization, and utilizes capital to make invest-
ments designed to help the organization reach its objectives.  
The CFO is responsible for overseeing the financial activities of the entire 
Company. The CFO's duties include financial planning and monitoring cash 
flow. He or she analyzes the Company's financial strengths and weaknesses 
and suggests plans for improvement.49  
The CMO owns the marketing strategy--and that often includes the sales 
strategy--and oversees its implementation. The CMO will know (or learn) the 
RPAS industry inside out and helps the Company and its services to differenti-
ate from your competitors' services and make sure customers learn to crave 
Company’s services.50 
The CTO, CFO and CMO will report to COO and CEO. 
 
 
49 Investopedia, Terms  viewed 19 November 2015, from 
http://www.investopedia.com/terms 
50 Robbins S., Build Your Management Team,  viewed 19 November 2015, 
from http://www.entrepreneur.com/article/83618 
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B. Key Managers 
The two Key Mangers that will run the Company will be the two founders, 
Michalis Tzivanis and Apostolos Makris. 
1. Name 
Michalis Tzivanis, Search & Rescue Helicopter Pilot (900 Hours), valid IFR Rat-
ing), with experience in Reconnaissance Fighter (480 hours), in various train-
ing airplanes (300 hours) and RPAS (300 hours). 
2. Position 
Chief Executive Officer (CEO). 
3. Primary duties 
He will determine the Company's strategy, decide where the industry and 
business are headed and form the Company's best route for navigating the 
future market conditions. 
4. Primary responsibilities and authority 
As a CEO he may be able to set strategy, predict the future and control the 
budget.  
5. Unique skills and experiences 
Strong performance across all professional dimensions: leadership, problem 
solving, communication and presence, practicality and team contribution. Ana-
lytical skills the ability to cope with the dynamically changing conditions of the 
Aerospace Sector.  Good understanding of Aviation Policy and Aerospace In-
dustry in general. Human Factor assessment and Risk Estimate skills. The 
above are well constructed within standardized environment of continuously 
evaluating performance.  
Flight experience in both fixed and rotary wing aircrafts, valuable for the 
deeper understanding of the flight characteristics of all kinds of RPAS. Moreo-
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ver, experience in Reconnaissance Fighters guarantees expertise in aerial 
surveillance and aerial photography which are key applications for RPAS ser-
vices. Finally, as a graduate of Flight Safety School, he understands the di-
mensions of Flight Safety and the factors which affect it. 
6. Name 
Apostolos Makris, Fighter Pilot with 2500 Hours Total Time, FAA ATP – Multi-
Engine Land, EASA IR/SP/ME & SE - Multi Engine & SE Instrument Rating, 
MCC, ICAO English Proficiency Level 6, FCC Restricted Radiotelephony Permit, 
EASA GEN Radiotelephone Operator Licenses,  FAA First Class Medical and 
EASA Class 1 Medical. 
7. Position 
Chief Operating Officer (COO). 
8. Primary duties 
As a COO, he will handle the Company's complex operational details. The 
company's COO insures the business can deliver day after day. He figures out 
just what needs to be measured so he can tell if things are going well. Then 
his team creates the systems to track the measurements and takes action 
when the company isn't delivering. 
9. Primary responsibilities and authority 
His primary responsibility is to insure the business can be delivered day after 
day. He figures out just what needs to be measured so he can tell if things 
are going well. Then his team creates the systems to track the measurements 
and takes action when the company isn't delivering. 
10. Unique skills and experiences 
Top performer with exceptional interpersonal, communication and public rela-
tions skills that allow the development of strong rapport with individuals on all 
levels. Ability to build and direct a business to profitability through leadership, 
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creativity, effective management and the motivation and development of staff 
to maximum potential. Adept at analyzing and resolving problems and devel-
oping and instituting the needed procedures and responses.  A consistent 
high level of performance dealing with people and services requiring solid 
management, organizational, time management and negotiating abilities. Re-
sults oriented, highly motivated to succeed. Energetic and assertive, adept at 
the coordination and implementation of multi-faceted operational procedures 
in established operations. A sound professional attitude with pride in personal 
performance. 
Analytical skills the ability to cope with the dynamically changing conditions of 
the Aerospace Sector.  Good understanding of Aviation Policy and Aerospace 
Industry in general. Human Factor assessment and Risk Estimate skills. The 
above are well constructed within standardized environment of continuously 
evaluating performance. Graduate of Flight Safety School as accident investi-
gator. 
C. Planned Additions to the Current Management Team 
The Planned Additions (at a later stage) to the Current Management Team 
will be the CTO, CFO and CMO.  
1. Position 
Chief Technology Officer (CTO). 
2. Primary responsibilities and authority 
The CTO will be typically responsible for the Company’s technology direction 
(R&D) with a focus on commercialization outcomes. 
3. Requisite skills and experience 
The CTO needs to have at least 5 years of working experience in aviation in-
dustry. He/She must be a big thinker and visionary in infrastructure manage-
ment. Finally, he/she must show external facing technologist characteristics.  
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4. Recruitment process 
The recruitment process will be specified by the two founders, in accordance 
with the highest standards. 
5. Anticipated contribution to the company’s success 
The Company expects from the CTO to identify the new technologies and 
adapt them to the operational part. In addition, to build out or leverage, ex-
isting IT infrastructure. 
6. Position 
Chief Financial Officer (CFO). 
7. Primary responsibilities and authority 
The CFO’s primary role is make sure financial records of the company are in 
order. Also he should make sure that management has critical decision-
making data.  
8. Requisite skills and experience 
The CFO needs to have at least 5 years of working experience and be proper-
ly certified. He/She must be able to understand the Company’s sources and 
uses of cash, and maintain the integrity of funds, securities and other valua-
ble documents.  
9. Recruitment process 
The recruitment process will be specified by the two founders, in accordance 
with the highest standards. 
10. Anticipated contribution to the company’s success 
The Company expects from the CFO to understand the business model for 
generating customer value and translate the operational metrics into 
measures for performance. It expects also to establish and maintain lines of 
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communication with investment bankers, financial analysts, and shareholders 
in conjunction with the CEO. 
11. Position 
Chief Marketing Officer (CMO). 
12. Primary responsibilities and authority 
The CMO will be typically responsible for overseeing marketing initiatives 
within an organization. He/She works to develop areas such as sales man-
agement, product development, distribution channel management, marketing 
communications, including advertising and promotions, pricing, market re-
search, and customer service. 
13. Requisite skills and experience 
The CMO needs to have at least 5 years of experience in aviation market in-
dustry. He/She must understand the markets and customers and help the 
management team make decisions about which markets or segments to en-
ter, which services to offer and which companies to approach as partners. 
The CMO must demonstrate that it is possible to measure the results of mar-
keting programs in terms of increased market share, revenue growth and im-
proved profitability.  
14. Recruitment process 
The recruitment process will be specified by the two founders, in accordance 
with the highest standards. 
15. Timing of employment 
The timing of employment will take place after the establishment of the 
Company but before the initiation of operations. 
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16. Anticipated contribution to the company’s success 
The Company expects from the CMO to facilitate growth, sales, and market-
ing strategies at an organization. Also to develop segmentation, competitive 
analysis/market intelligence, prospecting, lead generation, product and mar-
ket development, pricing, promotions, communications and budgets, sales 
force effectiveness, strategic planning, services units and revenue retention 
and growth. In addition, to perform risk mitigation, modify or redirect busi-
ness intelligence strategy and Develop and measure key metrics around the 
business including user acquisition, conversion rates, engagement rates, satis-
faction and renewal rates. 
D. Legal Structure of the Business 
1. Legislative framework 
The Company will be developed as a Private Company (P.C.) or in Greek IKE. 
The P.C. is a capital company with legal personality and is considered to be a 
business company even if it is not a commercial enterprise. The P.C. is the 
only one liable by its assets, for its corporate obligations, excluding the 
liability undertaken primarily by the partner, with guarantee contributions 
(articles 43 paragraph 2, 79 of Law no.4072/2012).  
Main characteristic is that the contribution of at least on partner who will take 
at least one company share corresponding to a capital contribution with a 
monetary value of at least one (1) euro is required. (article 77 of Law 
no.4072/2012). However, it is possible for the partners to provide and to 
undertake company shares, with other types of contribution: for example the 
non-capital contributions (article 78 of Law no.4072/2012) and the guarantee 
contributions (article 7 of Law no.4072/2012), whose value cannot extend 
beyond 75% of the liability undertaken by the partners against creditors of 
the company. Via the P.C.  and through the statutes and the agreements of 
the partners, arises in law the possibility for these non-capital and guarantee 
contributions to be capitalized and business profit to be created. 
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The corporate form of  P.C. contains all the elements required for the set up 
and the evolution of an enterprise, such as the company capital, the labor, 
services, projects, and the coverage against the creditors, while all these 
elements are being capitalized depending on the extend of the participation of 
each party and afterwards shared among the parties. By this way the partners 
have equal rights and obligations. All of the above are achieved while the 
company does not become a personal one, but remains mainly a capital 
company, regarding its organization and structure.   
2. Company Name 
The Company name as a P.C. would be “Aether P.C.”. Aether or Aither, in an-
cient Greece, was one of the primordial deities. Aether is the personification 
of the upper air. He embodies the pure upper air that the gods breathe, as 
opposed to the normal air breathed by mortals. Could be either objective, 
which means to be formed accordingly the object and the purpose of the en-
terprise, or subjective, namely to be formed by the name of one or more of 
the partners, or a combination of the above. It could also be fictional. (Article 
43 of Law no. 4072/2012) Regardless of the company name, the written men-
tion of the “Private Company” is obligatory, mainly for the information of the 
transacting parties.  
3. Duration 
The duration of the Company should only be twelve (12) years since its estab-
lishment. This time period may be extended by decision of the partners (arti-
cle 46 of Law no. 4072/2012).  
4. Seat 
The seat of the Company is one of the essential elements of the statute of the 
P.C. According to the Law, the real seat of the P.C. may be located abroad. 
Moreover, it is clearly recognized the possibility for the statutory seat of the 
P.C. to be transferred into another Member State of the European Economic 
Area (article 45 paragraph 2 of the Law no. 4072/2012).  
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According to the article 45 paragraph 3 of the Law no. 4072/2012, it is not 
obligatory for the real seat of the P.C. to be in Greece, provided that the stat-
utory seat is located in Greece and is governed by the Greek Law. However, 
what is suggested is the affiliation to the law of the statutory seat.  
Regardless of this, the P.C. should be governed by the Greek Law as “lex so-
cietatis”, since it is registered to the General Commercial Registry, even if its 
real seat is located abroad. Therefore, it is possible for the P.C. to have its 
seat of administration and develop its financial activity (real seat) in another 
state, as this feature has been recognized by the European Court for the Jus-
tice for the EU area. Take into consideration the present financial crisis, the 
Company will have its seat of administration in Greece but its real seat will be 
in Luxembourg. 
5. Establishment 
The Company is established and amended by a simple private document, 
which is under the control of the General Commercial Registry Services. A 
document by a Notary Public is not required, unless the partners wish to or if 
assets whose transfer is carried out exclusively by a notarial document (for 
example, real property contribution) are being contributed to the P.C.  
The P.C. is simply and fast established, according to the Law no.3853/2010 
(establishment of company by service one stop shop). Specifically, there are 
series of actions which must be undertaken by the parties (article 5 paragraph 
1 of the Law no.3853/2010) and series of actions taken by the One Stop Shop 
Service (article 5 paragraph 2 of the Law no.3853/2010). The P.C. can be set 
up in one day, while the Law authorizes clearly its establishment, even if an 
Page 72  
 
  
 Management and Ownership 
authorization is required for the pursuit of its purpose. The legal entity can 
receive a value added tax number (VAT) and operate.51 
E. Owners 
The owners of the Company will be the two founders, Michalis Tzivanis and 
Apostolos Makris. The percentage of the ownership will be 51% and 49% 
respectively. They both have an extent involvment within the Company in key 
positions. The form of ownership will be the one described in the P.C. 
company 
 
 
 
 
 
 
 
 
 
51Greek Law Digest, The Ultimate Legal Guide to Investing in Greece, viewed 
17 November 2015, from http://www.greeklawdigest.gr/topics/business-
entities/item/133-private-company-p-c-a-new-business-structure-introduced-by-law. 
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XIII.  Funds Required and Their Uses 
Start-up Capitalization Planning and Forecasting is essential for Company’s 
start-up. It has expenses that must be paid to get the business up and run-
ning. The Company has made a research and plan for the viability of the 
business, identified the necessary expenses, and identified the source of fund-
ing to pay for necessary expenses.  
A. Current Funding Requirements 
The current funding requirements are up to the price of 470,000.00 Euro. The 
total amount of money needs to gathered the first three months of the 
Company start. With that amount the Company will cover the operating 
expenses of the start up and the first year.  
The 150,000.00 Euro will be raised by: 
• 40,000.00 Euro form self funding  
• 30,000.00 Euro from angel-funding  
• 80,000.00 Euro from National Strategic Reference Framework (ESPA) 
The rest 400,000.00 Euro will be raised from venture-capital investors, to buy 
the RPAS and keep savings for the first three years operation of 100,000.00 
Euro. The Company aims to find venture capitals either in home market or 
abroad. It is ready to negotiate and offer a 50% of net income until the ven-
ture capital repaid and then 25% of the net income until the withdrawal of 
the first five fly assets.  
 
 
 
 
Page 74  
 
  
 Funds Required and Their Uses 
1st year Operating Expenses Forecast  
 
   
Operating Expenses Item Amount Notes 
Accounting and legal fees € 1,500.00   
Advertising and promotion € 10,000.00   
Electricity and gas € 1,200.00   
Equipment  purchase  € 300,000.00 RPAS 
Insurance € 2,000.00   
Membership to professional organizations € 1,000.00   
Other business premises costs € 1,000.00   
Printing, postage, stationery, packaging € 200.00   
Registrations, licences and permits € 2,000.00   
Rent of business premises € 3,600.00   
Repairs, maintenance and cleaning € 500.00   
Stationery and office supplies € 2,500.00   
Telephone  € 300.00   
Vehicle purchase € 40,000.00   
Vehicle operating costs € 1,000.00   
Wages and salaries € 90,000.00   
Other Expenses  € 2,000.00   
      
      
Total operating expenses  €   458,800.00    
Table 13-1: 1st year Operating Expenses Forecast 
B. Funding Requirements over the Next Three Years 
The next three years the Company’s aim is to balance income with expenses 
and adjust its operations on market’s needs. The Company forecasts, as it can 
be seen in financial data, that it will be able to balance its operating expenses 
with revenues. The need for extra funding requirements does not exist in this 
state. It will be assessed in the expansion that will follow, in terms of new 
business activities (flight school development), R&D (software development) 
and extra personnel hiring. 
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2nd-3rd year Operating Expenses Forecast  
 
   
Operating Expenses Item Amount/yr Notes 
Accounting and legal fees € 1,500.00   
Advertising and promotion € 10,000.00   
Electricity and gas € 1,200.00   
Insurance € 2,000.00   
Membership to professional organizations € 1,000.00   
Other business premises costs € 1,000.00   
Printing, postage, stationery, packaging € 200.00   
Rent of business premises € 5,000.00   
Repairs, maintenance and cleaning € 500.00   
Stationery and office supplies € 2,500.00   
Telephone  € 300.00   
Vehicle operating costs € 4,000.00   
Wages and salaries € 100,000.00   
Other Expenses  € 5,000.00   
      
      
Total operating expenses  €   134,200.00    
Table 13-2: 2nd-3rd year Operating Expenses Forecast 
C. Risk Factors 
The major risk factors that Company probably will face are: 
• The demand for RPAS services does not meet the minimum number of 
customers. In this situation, the Company will readjust its marketing 
and sales strategy. 
• Political and legal factors include government intervention on economic 
operations. The Company will try to respond in any kind of this inter-
vention with readjustment of its strategy. 
•  Company’s performance is related to economic growth. During periods 
of weak demand, businesses choose cheaper services. The Company 
will try to reduce costs and maintain margins. 
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D. Long-Range Financial Strategies 
The Company in a period of 2 to 6 years will aim to reduce its debt service 
level and invest in its growth. It will use revenues to grow bussines and 
expand in the Balkan peninsula and Cyprus initially and then in South-East 
Mediterenian region. 
To continue with this expansions, first it will analyze the political and financial 
factors that can affected and it will continue to reform in a public company- 
société anonyme (S.A.) either in Greece or in another country. The next step it 
will be to sell stocks in an Initial Public Offer and raise its capital. 
By that way it will succeed to have the capital to increase its assets and pro-
vide its services in larger region. 
E. Prospective Financial Data 
In accordance with the pricing and sales strategy the Company expects to 
have a Net Income after the first six months of operations. There is no 
financial history or industry data. The projections are based on the following 
assumptions: 
• During the first year of operation the Company will show profits after 
the first half. 
• The Company expects, after research, to sign contracts with companies 
that demand this kind of services. 
• The Company expects to expands its operation in other countries. 
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The forecast of Net Income for the three first years is presented below: 
NET INCOME (in Euro) 
 1st Yr 2nd Yr 3rd Yr 
Agriculture 15,000 30,000 50,000 
Inspection/Monitoring 60,000 85,000 115,000 
Mapping/Surveying 75,000 50,000 75,000 
Public Safety/ 
First Responder 
64,000 128,000 128,000 
Film/Photo/Video 5,000 5,000 7,000 
REVENUES 219,000 298,000 375,000 
Operating Expenses (158,000)* (134,000) (134,000) 
GROSS PROFIT 61,000 164,000 241,000 
TAX (29%) (17,000) (48,000) (70,000) 
NI 43,000 116,000 171,000 
Table 13-3: Net Income (*RPAS purchase in 1st year not included) 
In Precision Agriculture, the first year (6 months of operations) the company 
estimates that it can provide RPAS services for 2,500 ha, approximately 1,5% 
of the total targeted agricultural area. Due to the bad economic conditions in 
the industry and the low awareness of the new practices, only a small number 
of early adopters are expected to buy RPAS services. The next year, revenue 
doubles, as the company will offer operations the whole year. For the third 
year an increase in revenue is expected as the benefits of RPAS services will 
begin to be recognized by more farmers. 
In the Inspection/Monitoring sector the company expects increasing revenues 
from the inspection of the electrical grid. (30 days of operations, Appendix D, 
Interview 4). In the next years, the company is expected to add more cus-
tomers from various sectors. 
In the Mapping/Surveying sector, the first year the company expects to win a 
public competitive bidding procedure for the expansion of the electrical grid 
(50km, Interview 2, Appendix D). In the next years it expects to present rev-
enues from various sources. 
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In Public Safety sector, the company expects to win at least 2 completive bid-
ding procedures every year for Forest Fire Prevention and Border Control. In 
the first year of operation, only one contract is expected to be signed as the 
company will be ready to operate after 6 months. 
In the Film/Photo/Video, small revenues are expected primarily from the real 
estate sector. 
Operating expenses are 72%, 45% and 36% of revenues for year 1, 2 and 3 
respectively, showing the development of economies of scale. After the suc-
cessful completion of 3 years of operations, the company’s brand is expected 
to have gained awareness in various business industries. Revenue growth 
from year 4 onwards is expected to be at least 10% per year, while operating 
expenses will remain to 30% of revenues, assuming that the Greek economy 
will begin its recovery. 
This means that the VC will have the ability to take back the investment in 6 
years and will ensure a respectable net income for 5 more years, in a total of 
11 years, which is the average life of the fly assets. This gives the VC a Net 
Profit of 34% of the investment at the end of 11th year. 
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The above calculations do not include the expansion schedule of the company 
that will follow the year 3, will include new funding requirements and will be 
analyzed in an updated business plan. 
 
Figure 13-1: Net Income 
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XIV. Conclusion 
Professionnals from various sectors agree that the RPAS are forming a brave 
new world, as they can disrupt various industries by offering lower costs, 
speed and paramount flexibility. The regulatory framework around the world 
is evolving. In Greece, it is still in devlopment, however, it is expected to be in 
par with international trends in the sector.  
Accordingly, it is expected that certified training and licences will be required 
for advanced RPAS operations, increasing operational costs for companies 
that plan to develop proprietary fleets. Moreover, rapid technological 
advances dictate the continuous upgrading of systems. RPAS companies will 
be able to create economies of scale, as the aforementioned overhead costs 
will be allocated in multiple operations. However, privacy issues, safety 
concerns and other barriers still need to be tackled.  
Conducted research has shown that opportunities already exist in Greece, as 
significant enterprises and organizations are willing to purchase RPAS 
services. In order for a RPAS company to be viable, it needs to build a state 
of the art, diverse RPAS fleet that will offer a variety of services and will be 
operated by highly skilled personnel. A sound operational plan that will 
facilitate complicated missions is also a requirement. Moreover, the company 
needs to identify the complex customer needs in various targeted sectors, 
launch tailored promotional campaigns, assess carefully the viability of each 
project, and provide services that create true value to the client. For that 
reason, it must be able to deliver analyzed data, and detailed, scientific 
reports, rather that simply raw data. 
All the aforementioned elements are integrated in the presented business 
plan for a Greek start up that will be the first in the country that will be able 
to provide a rich portfolio of high value RPAS services, before a foreign 
specialized RPAS company tries to exploit the opportunities that will emerge in  
Greece. 
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Nevertheless, due to time limitations of the study and the fact that in many 
cases, a time-consuming procedure needed to take place within the compa-
nies, from the initial assessment of the interview request to the final appoint-
ment of a representative, many interviews were not possible to be conducted 
in time. As a consequence, although the interviews will be conducted at a lat-
er stage, insights from more industries that are expected to be disrupted by 
RPAS are not presented and analyzed in this dissertation. 
Moreover, apart from the in-depth interviews that can definitely provide valu-
able insights for an emerging market, a wider market research including sur-
veys, focus groups and field trials is required in order to allocate optimally the 
marketing resources and efforts of the proposed RPAS company and specify 
with greater detail potential customer needs and with greater accuracy pricing 
issues. 
Undoubtedly, Greece needs to recover from the prolonged economic crisis. 
The business environment, severely hit by increased taxes and market 
dysfunctionalities, does not facilitate the development of startups. Howerver, 
the innovation of RPAS applications and the dynamics of the emerging market 
can make a properly designed RPAS company, a driver of development. 
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PEST Analysis 
Political 
• EU and EASA have full authority to manage regulation and over-
see all aspect of European aviation. 
• RPAS have been opened up for a non-commercial use with no 
specific legal status. 
• Potential regulation for commercial RPAS flight within 2016 in 
EU and in Greece. 
• Lack of unified international standards about crew certification, 
medical qualification, etc. 
• Safety is paramount and all EU countries oriented in a strict leg-
islation environment.  
• Political instability, taxation and employment laws in Greece can 
create problems in a long term scope. 
 
Economic  
• The trend of using RPAS seems to be gradually increasing. 
• RPAS are usually used in both military sector and also for civilian 
purpose. 
• The use of civilian RPAS will be reached high peak by the end of 
2023, in accordance with BI intelligent.  
• Financial crisis in Greece can be a threat. 
• Limited financial sources for R&D in Greece. 
• Low cost of aerial transportation. 
 
Social 
• RPAS are highly recognizable among citizens. 
• Safety and the increased potential of accidents are still a lot of 
criticism among public and government. 
• Ethical issues concerning the privacy of people have been ques-
tioning. 
• Provide access to remote areas. 
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Technological 
• Carbon footprint reduction. 
• Flight endurance increase with solar power. 
• Technological innovations driven market. 
• New technology, which is not well tested and may have higher 
failure rate. 
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Porter’s Five Forces Model52 
Figure A-1: Porter’s Five Forces Model (Source: Andriopoulos C. 2015, Business 
Strategy Syllabus, EMBA Program, International Hellenic University, Thessaloniki)  
Threat of new entrants 
• The multitude of suppliers combined with the reduced cost and 
increased capabilities of lower-end RPAS will attract new en-
trants that will be able to perform simple missions, penetrating 
niche markets. 
• Higher-end RPAS operators with state of the art sensors, who 
will provide analyzed, ready-to-use data, will retain the capabil-
ity of offering high value services. High specialization in order to 
operate such systems and analyze acquired data is required. 
The acquisition and operating costs are high. 
52 Porter E. Michael, op.cit. pg. 32 
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• The regulatory framework in Greece is expected to become 
stricter following more developed RPAS markets. In UK, air-
worthiness certificates, pilot qualifications and insurance are re-
quired53, increasing operating costs. 
• Research regarding the integration of RPAS in the general air 
traffic will require additional sensors, increasing costs. At the 
same time, companies that operate higher-end RPAS will be able 
to provide better services, fully exploiting the capabilities of their 
systems (e.g. range). 
• There are no established brands in Greece. 
 
The threat of new entrants is considered to be low for low-end, 
niche market RPAS operators and high for operators who offer full 
range and high value RPAS services. 
 
Bargaining power of suppliers 
The multitude of suppliers worldwide54 results in low bargaining power. 
 
Bargaining power of buyers 
• Low to medium entry barriers for low-end RPAS services will at-
tract many entrants. 
• High-end RPAS services are expected to be provided by a lim-
ited number of firms. 
53 Qi3 Insight, Unmanned Aerial Vehicles, Growing Market in a Changing 
Wolrd, viewed 20 December 2015, from http://www.qi3.co.uk/wp-
content/uploads/2014/02/Qi3-Insights-White-Paper-UAVs-Growing-Markets-in-a-
Changing-World-2014021903.pdf 
54 UAV GLOBAL, viewed 27 December 2015 from 
http://www.uavglobal.com/list-of-manufacturers/ 
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The bargaining power of buyers is considered to be high for low-end 
 RPAS services and medium for high-end RPAS services 
Threat of substitute products 
• High cost of space, aircraft, terrestrial and maritime platforms. 
• Cloud cover and night restrict certain satellite applications. 
• Continuous development and commercialization of miniaturized 
sensors for RPAS. 
• Civil Aviation Regulations currently restrict full deployment op-
tions for RPAS. 
The threat of substitute products is considered to be medium. 
 
Rivalry among competing firms 
• In the low-end RPAS services market many competitors are ex-
pected to emerge, while companies who seek for such services 
may opt to acquire and operate their own fleets of RPAS. 
• High-end RPAS services are expected to face increased compe-
tition due to high profit margins. 
The rivalry among competing firms is expected to be high. 
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External Factor Evaluation Matrix (EFA) 
Key External Factors Weight 
(1) 
Rating 
(2) 
Weighted 
Score 
Remarks 
Opportunities 
New market characterized 
by technology – driven 
innovation 
0.09 4 0.36 
High interest for potential investors  
No strong competition in 
Greece 
0.04 4 0.16 
 
Software development for 
RPAS operations 
0.04 3 0.12 
Related to fleet and pilot management, mis-
sion planning, maintenance schedules etc. 
EU will to facilitate RPAS 
businesses55 
0.05 4 0.2 
 
Luxemburg (corporate 
base advantages) 
0.03 4 0.12 
 
Development of a drone 
traffic system56 
0.07 2 0.14 
 
Commercial/Civilian drone 
market CARG: 19% 
(2015-2020)57 
0.06 3 0.18 
Increasing demand for RPAS units reveals 
increasing opportunities for commercial RPAS 
services 
55http://www.asd-
eu-
rope.org/fileadmin/user_upload/Client_documents/ASD_Contents/2_COMMUNICAT
ION/2.5_Publications/2.5.5_Speeches_and_Presentations/2.5.5.1_ASD_Convention_
Technolo-
gy_Forum_2013/Technology_Forum/Business/A_Roadmap_for_RPAS_Integration_in
_European_Airspace_by_2016.pdf 
56 http://www.nasa.gov/ames/the-cloud-and-collaboration-nasa-leads-development-
of-a-new-system-to-manage-low-altitude 
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Key External Factors Weight 
(1) 
Rating 
(2) 
Weighted 
Score 
Remarks 
Development of new sen-
sors 
0.06 4 0.24 
Miniaturization of a range of remote sensors 
(e.g. passive microwave sensors, synthetic 
aperture radars etc.)58 
Research programs re-
garding Data Fusion and 
Analysis 
0.05 3 0.15 
New approaches in data mining, multi-sensor 
data fusion, modelling, data visualization  (footnote 34). 
Increased need for border 
control 
0.05 4 0.2 
Immigration, refugees, Greece: mainly bor-
dered by sea, difficulties in border control 
Threats 
Slow development of EU 
regulation for RPAS  
0.04 2 0.08 
 
New technology, not ade-
quately tested in the field 
0.04 4 0.16 
It may have increased failure rates in some 
sectors 
Commercial RPAS compa-
nies already operate 
abroad. 
0.06 2 0.12 
  
Total tax rate in Greece 
(% of profit): 49.6 com-
pared to 41.2 of OECD 
high income countries.59 
0.05 2 0.1 
The total tax rate measures the amount of 
taxes and mandatory contributions payable 
by the business in the second year of opera-
tion, expressed as a share of commercial 
profits (OECD) 
Political instability in 
Greece 
0.07 2 0.14 
Two national elections and a referendum 
within a year. Weak majority government.  
57 http://www.businessinsider.com/drones-report-market-forecast-2015-3 
58http://www.qi3.co.uk/wp-content/uploads/2014/02/Qi3-Insights-White-Paper-
UAVs-Growing-Markets-in-a-Changing-World-2014021903.pdf 
59 http://www.doingbusiness.org/data/exploreeconomies/greece#openModal30 
Page A-7  
 
                                                                                                                                                        
  
 Appendix A: Business Strategy Tools 
Key External Factors Weight 
(1) 
Rating 
(2) 
Weighted 
Score 
Remarks 
Lack of qualified RPAS 
personnel in Greece 
0.06 2 0.12 
 
Privacy concerns 0.03 2 0.06 
Legal actions may be initiated against RPAS 
companies due to onboard cameras that may 
violate privacy laws (footnote 34). 
Weaknesses in the bank-
ing system and capital 
controls are holding bank 
credit and investment.60 
0.02 2 0.04 
 
High cost and difficulty of 
purchasing insurance 61 
0.04 2 0.08 
Insurance for third party liability. Lack of in-
formation regarding risks, new field. The fact 
concerns UK operators. In Greece, the diffi-
culties are expected to be higher (RPAS op-
erations market under development). 
Terrorism  0.05 2 0.1 
It may inhibit the development of the com-
mercial RPAS market, as RPAS can be used 
for terrorist attacks 
Total 1  2.87  
 
Table A-1: External Factor Evaluation Matrix template (Source: Andriopoulos C. 2015, 
Business Strategy Syllabus, EMBA Program, International Hellenic University, Thessa-
loniki) 
 
 
60 http://www.oecd.org/economy/greece-economic-forecast-summary.htm 
61 
http://www.publications.parliament.uk/pa/ld201415/ldselect/ldeucom/122/12202.
htm 
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Internal Factor Evaluation Matrix (IFE) 
Key Internal Factors Weight 
(1) 
Rating 
(2) 
Weighted 
Score 
Remarks 
Strengths 
Cost effective aerial ser-
vices 
0.06 4 0.24 
Currently, similar aerial services 
require the use of satellites or air-
crafts, increasing operating costs. 
Reduced Carbon footprint  0,05 3 0,15 
Environmental friendly aerial vehi-
cles (very low fuel consumption or 
electrical engines). 
Innovative services 0,08 4 0,32 Can attract potential investors 
Diversified aerial services 0,06 4 0,24 
Mapping/surveying, precision agri-
culture, photo/film, inspec-
tion/monitoring, public safety/first 
responders 
Long range planning 0,05 4 0,2  
Founders’ background in 
Aviation 
0,04 3 0,12 
 
Founders’ Leadership 
skills 
0,06 4 0,24 
 
Easy access to remote ar-
eas 
0,02 3 0,06 
 
Network of Aviation Pro-
fessionals 
0,03 3 0,09 
 
Diverse RPAS fleet 0,05 4 0,2 
RPAS systems with diverse capabil-
ities that allow the company to 
deliver quality services in a variety 
of missions and environmental 
conditions.  
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Key Internal Factors Weight 
(1) 
Rating 
(2) 
Weighted 
Score 
Remarks 
Weaknesses 
Low initial capital 0,06 1 0,06  
No corporate culture 0,04 1 0,04 Start up 
Innovative services  0,02 1 0,02 
Initially, potential customers 
may be reluctant to buy 
RPAS services, as they need 
to abandon traditional prac-
tices. Increased risk 
Intensive testing is re-
quired before launching 
aerial services 
0,04 2 0,08 
Assessment of equipment, 
procedures and pilots 
No brand awareness 0,09 1 0,09  
No expertize in agriculture 
and limited in GIS 
0,05 2 0,1  
Limited experience in run-
ning a commercial com-
pany 
0,06 1 0,06 
 
Limited initial cash flows 0,05 1 0,05 Start up 
R&D will be developed 
from scratch 
0,04 2 0,08 Start up 
New staff 
0,05 1 0,05 
New hires that must be eval-
uated, trained and assessed 
in a limited timeframe 
Total 1  2.49  
     
Table A-2: Internal Factor Evaluation Matrix template (Source: Andriopoulos C. 2015, 
Business Strategy Syllabus, EMBA Program, International Hellenic University, Thessa-
loniki) 
Page A-10  
 
  
 Appendix A: Business Strategy Tools 
Strength-Weaknesses-Opportunities-Threats (SWOT) Matrix 
 INTERNAL 
Strengths (S) 
1. Cost effective aerial ser-
vices 
2. Reduced carbon footprint 
3. Innovative services 
4. Diversified aerial ser-
vices 
5. Long range planning 
6. Founders’ background in 
Aviation 
7. Founders’ Leadership 
skills 
8. Network of  Aviation 
professionals 
9. Easy access to remote ar-
eas 
10. Diverse RPAS fleet 
 
Weaknesses (W) 
1. No brand awareness 
2. Limited experience in run-
ning a commercial company 
3. Low initial capital 
4. Intensive testing is required 
before launching aerial ser-
vices 
5. Limited experience in run-
ning a commercial company 
6. Limited Initial Cash flows 
7. No expertize in agriculture 
and limited in GIS 
8. R&D will be developed 
from scratch 
9. New staff 
10. Innovative services (cus-
tomers not familiar with the 
technology, risks) 
 
 
EXTERNAL Opportunities (O) 
1. New market, tech-
nology-driven inno-
vation 
2. Research Programs 
Regarding Data Fu-
sion and Analysis 
3. EU will to facilitate 
RPAS businesses 
4. Software develop-
ment for RPAS op-
erations 
5. Luxemburg: Ad-
vantages for corpo-
rate base 
6. Development of a 
drone traffic system 
7. No strong competi-
tion in Greece 
8. Increased need for 
border control 
9. Commercial/civilian 
UAV market CARG 
19% (2015-2020) 
10. Development of 
new sensors 
 
S-O Strategies 
1. Communicate competitive 
advantages with a sound mar-
keting campaign 
(S1,S2,S3,S4,S10,O1) 
2. International Expansion 
(S3,S5,O9) 
3. Develop software for RPAS 
operations (S5,O4)  
4. Develop delivery services 
(S5,S9,O6) 
 
W-O Strategies 
1. Design a sound marketing 
campaign (W1,W10,O1) 
2. Educate potential customers 
with information-
al/promotional events 
(W1,W10,O1) 
3. Participate in aviation and 
RPAS exhibitions  
4. and Build a strong online 
presences (website, social 
media) (W1,W10,O1) 
5. Design and perform a sound 
testing program before 
launching operations 
(W4,O1) 
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Threats (T) 
1. Slow development 
of EU regulations 
for RPAS 
2. New technology, 
not adequately test-
ed in the field 
3. Commercial com-
panies already oper-
ate abroad 
4. Total Tax Rate in 
Greece: 49.6% 
5. Political instability 
6. Lack of  qualified 
RPAS personnel in 
Greece 
7. Privacy concerns 
8. Weaknesses of the 
Greek banking sys-
tem holding back 
credit and invest-
ment 
9. Terrorism 
10. High cost and diffi-
culty of purchasing 
insurance 
S-T Strategies 
1. Increase profit margins in or-
der to compensate for in-
creased corporate taxes 
(S1,T4) 
W-T Strategies 
1. Develop effective training pro-
grams (W7,T6) 
2. Approach foreign Venture Capi-
tal funds (W3,W6,T8) 
 
Table A-3: SWOT Matrix template (Source: Andriopoulos C. 2015, Business Strategy 
Syllabus, EMBA Program, International Hellenic University, Thessaloniki) 
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Appendix B: Interview Questionnaire Design 
The questions were derived from RPAS, Aerospace and Agricultural Industry 
research studies, either in their original form or in a modified form according 
to the needs of the present research. 
 
SOURCE: Danish Board of Technology Foundation (2014) Civil Drones (UAS) 
in Denmark, potential , challenges and recommendations, viewed 10 Decem-
ber 2015 from http://www.tekno.dk/ 
How would you characterize drones? 
Interview 1, Question 2 
Interview 2, Question 3 
Interview 6, Question 3 
Interview 4, Question 2 
 
Are you engaged in drone activity? 
Interview 5, Question 2 
 
What is essential in order to increase civil application of drones? 
Interview 1, Question 5 
 
Do you see possible consequences of civilians using drones? 
Interview 1, Question 7 
 
Have you any knowledge of existing analyses or experience with civ-
il application of drones? 
Interview 1, Question 9 
 
Which characteristics should a drone have to be able to contribute 
best possible to your professional work?  
Page B-1  
 
  
 Appendix B: Interview Questionnaire Design 
Interview 5, Question 5 
 
 
SOURCE: Nathan, S 2015, 'Your questions answered: Civil aerospace', Engi-
neer (Online Edition), p. 5, Business Source Complete, EBSCOhost, viewed 11 
December 2015. 
An interview with chief technology officer Chris Gear of GKN Aerospace, 
Boeing's Jessica Kowal, Imperial College's senior lecturer on aircraft design 
Dr. Rob Hewson, and Imperial College's chair of experimental fluid mechanics 
Jonathan Morrison is presented. Topics include the possible shift towards au-
tonomous aircraft, innovations for the reduction of greenhouse gas (GHG) 
emissions and the Boeing FuelDashboard 
 
Are you in a position to look seriously at 3D-printed metal parts? If 
so, what sort of parts are you looking to use and what real ad-
vantages are they bringing? 
Interview 3, Question 4 
Interview 5, Question 3 
 
How will emerging and future manufacturing techniques – for ex-
ample 3D printing – shape the development of civil aircraft in the fu-
ture? 
Interview 2, Question 7 
Interview 3, Question 12 
Interview 4, Question 6 
Interview 5, Question 10 
What limits innovation? Is it the regulations that are clearly neces-
sary for safety? Is it lack of investment? 
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Interview 2, Question 8 
Interview 3, Question 12 
Interview 4, Question 7 
Interview 5, Question 11 
 
SOURCE: BENNETT, D 2014, 'Consultants finding unmanned aircraft offer 
many advantages', Western Farm Press, 36, 7, p. 14, Business Source Com-
plete, EBSCOhost, viewed 11 December 2015. 
Consultants finding unmanned aircraft offer many advantages (Agriculture) 
 
What do the units actually help with? Wet spots in a field? Poor 
stands? 
 Insect damage and disease? 
Interview 6, Question 7 
Interview 6, Question 8 
 
SOURCE: PR, N 2014, 'Small Unmanned Aerial Vehicle (UAV) Market 2014-
2024: Potential for Micro, Mini, Nano & Hand Held Drones in Military, Law En-
forcement, Security & Civil Applications', PR Newswire US, 4 August, Regional 
Business News, EBSCOhost, viewed 11 December 2015. 
NEW YORK, Aug. 4, 2014 /PRNewswire/ Reportlinker.com announces that a 
new market research report is available in its catalogue: Small Unmanned 
Aerial Vehicle (UAV) Market 20142024: 
Potential for Micro, Mini, Nano & Hand Held Drones in Military, Law Enforce-
ment, Security & Civil Applications. 
What are the dynamics of the small UAV market? How will the mar-
ket expand? 
Interview 2, Question 9 
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Interview 3, Question 14 
Interview 4, Question 8 
Interview 5, Question 12 
 
SOURCE: UAV and GIS—An Emerging Dynamic Duo 
A conversation with Devon Humphrey of Waypoint Mapping 
www.esri.com 
http://www.esri.com/~/media/Files/Pdfs/news/arcuser/0314/uav-and-gis.pdf 
 
The benefits of UAV capture are higher-quality imagery and tempo-
rality. Can you expand on that and the other benefits you see in this 
technology? 
Interview 4, Question 3
Page B-4  
 
  
 Appendix C: RPAS FLEET SPECIFICATIONS 
Appendix C: RPAS FLEET SPECIFICATIONS 
PENGUIN C UAS 
 
Picture C-1: Penguin C UAS (Source: http://uavfactory.com/) 
Product Specification 
AIRCRAFT SPECIFICA-
TIONS 
VALUE 
Wingspan 3.3 m/ 10.8 ft. 
MTOW 22.5 kg / 49.6lbs. 
Endurance 20 hours 
Range 100 km/ 60 miles 
Cruise speed 19-22 m/s / 37-43 knots 
Max level speed 32 m/s / 62.2 knots 
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Ceiling 4500 m / 15 000 ft. MSL 
Takeoff Pneumatic Catapult, fully autonomous 
Maximum takeoff alti-
tude 
3000m /10 000 ft. AMSL 
Recovery Parachute recovery, airbag 
Operational temperature -25° C to +40° C 
Anti- icing measures Heated Pitot- static tube. 
Flight in icing conditions is not approved. 
Environmental protec-
tion 
< 5 millimeters/hour rain. Pitot with drain. 
PROPULSION SYSTEM VALUE 
Engine Type 28 cc, fuel injected 
Temperature control 
system 
Automatically controlled via mechanical flap 
Fuel type 98 Octane, oil mix 
Generator system 100W onboard generator system 
PAYLOAD SPECIFICA-
TIONS 
VALUE 
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Payload type Day/night gyro stabilized 
Advanced features Target Tracking, Electronic Stabilization, Mov-
ing Target Indicator 
Mounting Motorized retract with anti-vibration damping 
DATA LINK SPECIFICA-
TION 
VALUE 
Frequency 2.304-2.364 GHz, 2.405-2.470 GHz, 5.00-5.800 
GHz 
Link Rate Up to 12 Mbps 
Encryption 128 bit AES / 256 bit AES 
FLIGHT CONTROL SYS-
TEM 
VALUE 
Autopilot type Piccolo, Cloud Cap Technology 
GROUND CONTROL STA-
TION 
VALUE 
Type Portable, Dual touchscreen displays 
GROUND DATA TERMI-
NAL 
VALUE 
Type Tracking high gain directional antenna 
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CATAPULT SYSTEM VALUE 
Type Portable pneumatic, 6000 J launch energy 
Packed Size  1313 x 704 x 543 mm 
Table C-12: Penguin C UAS Product Specification (Source: 
http://uavfactory.com/) 
 
 
Picture C-2: Penguin C UAS Dimensions (Source: http://uavfactory.com/) 
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Product Price 
  Penguin C UAV platform 12 500.00 EUR 
  Electronic Fuel Injection (EFI) 12 830.00 EUR 
  EFI Monitor Software 900.00 EUR 
  3W 28 CS engine upgrade 380.00 EUR 
  100W Onboard Generator System 3 835.00 EUR 
  Long Endurance Fuel Tank 1 200.00 EUR 
  Fuel Level Sensor 1 980.00 EUR 
  Header tank sensor 410.00 EUR 
  Heavy Duty Landing Gear 910.00 EUR 
  Heated Pitot 750.00 EUR 
  Ground Control Station 6 950.00 EUR 
  AC/DC adapter 290.00 EUR 
  Touchscreen upgrade 350.00 EUR 
  Power supply cable 95.00 EUR 
  Piccolo cable kit 295.00 EUR 
  Foldable stand 690.00 EUR 
  Procerus Technologies Commbox Kit 295.00 EUR 
  Composite Video In 200.00 EUR 
  GCS battery set 295.00 EUR 
  Pneumatic Catapult 20 950.00 EUR 
  Catapult operation training 2 500.00 EUR 
  Catapult training dummy 2 500.00 EUR 
  Catapult maintenance kit 1 600.00 EUR 
  Catapult toolkit bag 350.00 EUR 
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Hard points for Penguin B 900.00 EUR 
  Universal Payload Mount 755.00 EUR 
  Four servo V tail 845.00 EUR 
  Transportation case 2 100.00 EUR 
  Wing connector upgrade 300.00 EUR 
  CG Balancer 980.00 EUR 
  Engine Starter 1 235.00 EUR 
  Engine Starter Battery Cartridge 160.00 EUR 
  Spare Bare Composite Airframe 7 400.00 EUR 
  Hard points for Penguin B 900.00 EUR 
  Servo Upgrade for Bare Airframe 2 500.00 EUR 
  Heavy Duty Landing Gear 910.00 EUR 
  Long Endurance Fuel Tank 1 200.00 EUR 
  Four servo V tail 845.00 EUR 
  Wing connector upgrade 300.00 EUR 
  Heated Pitot 750.00 EUR 
  Kestrel configuration file 5 800.00 EUR 
  Total price:  100 935.00 EUR 
Table C-2: Penguin C UAS Product Price (Source: http://uavfactory.com/) 
 
Product Price 
  Epsilon 135 EO payload 0.00 EUR 
  Epsilon 135 EO Object Tracking Pack-
age 
17 900.00 EUR 
  Onboard recording and snapshot 450.00 EUR 
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H.264 Video Encoding 900.00 EUR 
  720p HD output 1 700.00 EUR 
  No Motion Detection Feature 0.00 EUR 
  Sony EV7500 Sensor Upgrade 250.00 EUR 
  Gimbal Retraction Mechanism GR-02 3 850.00 EUR 
  Vibration Isolator Kit 250.00 EUR 
  Quick Setup Kit 380.00 EUR 
  Total price:  25 680.00 
EUR 
Table C-3: Epsilon 135 EO payload Product Price (Source: 
http://uavfactory.com/) 
Product Price 
  Epsilon 135 IR payload 0.00 EUR 
  Epsilon 135 IR Object Tracking Pack-
age 
29 730.00 EUR 
  Onboard recording and snapshot 450.00 EUR 
  H.264 Video Encoding 900.00 EUR 
  Motion Detection-Advanced 3 315.00 EUR 
  60 mm IR lens upgrade 3 500.00 EUR 
  Gimbal Retraction Mechanism GR-02 3 850.00 EUR 
  Vibration Isolator Kit 250.00 EUR 
  Quick Setup Kit 380.00 EUR 
  Total price:  42 375.00 
EUR 
Table C-4: Epsilon 135 IR payload Product Price (Source: 
http://uavfactory.com/) 
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Q-200 AGRI PRO UAV 
 
 
Picture C-3: Q-200 AgriPro (Source: http://www.questuav.com/store/uav-
packages/q-200-agri-pro-package/) 
 
Quest Model Q-200 
 Operational Specifications 
UAV Type Fixed Wing 
Ceiling Limits 6000ft/1828m 
Pre-Flight Setup Time 10-15mins 
 
Endurance In A Single 
Flight 
 
<40mins 
Average Cruise 
Speed 
 
 
35 
Knots 
Max Speed 54 
 Take-Off Type Safe launch Bungee 
 
Landing Type 
 
Auto Landing, Assisted Belly Landing, Parachute 
Landing Space 30 x 15m 
Minimum Training 3 Days 
Autopilot Outputs Location, Height, Pitch, Yaw and Roll 
GPS Accuracy 10-15m 
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Product Specifications 
Wingspan 2040mm 
Material Of Construction EPP (Expanded Polypropylene), Carbon Fibre, Corex, 
Take-Off Weight 5.2kg 
Propeller Size 12 x 6 
 
Power Source 
 
2  x 5000mAh LiPo (Total 10000mAh) 
LRLE Not Availa-
 Communication and Con-
trol Range 
 
2.4Ghz 2km/868Mhz 20km 
RTK/PPK Not Availa-
 Sensor/Camera Twin Lumix LX7 
Sensor Size 1/1.7" (7.6mm x 570mm) 
Camera Resolution 10.1Mp 
Resolution (GSD) At 
200ft/60m 
 
2.5c
m 
Resolution (GSD) At 
400ft/120m 
 
5.1c
m 
Resolution (GSD) At 
800ft/240m 
 
10.2c
m 
Resolution (GSD) At 
1000ft/300m 
 
12.8c
m 
Flight Planning And Con-
trol Software 
 
Sky Curcuits 
 
Image Processing Soft-
ware 
 
Pix4D or Agisoft Photoscan 
Accessories T
 
Carry Case 2 Hard Cases (1440x410x310mm, 555x410x210mm 
Spare Parts T
 
 
Parachute Recovery Sys-
tem 
 
Yes As Standard 
Radio Tracker Available As Optional Extra 
Radio Tracker Specs 7.9g, 80km Range, 433mHz 
 
Electronic Speed Control-
ler 
 
70amp, With Thermal And Overload 
Transmitter Spectrum DX9 
Aerial Power 10mw with 2.4gHz, 1-315mw with 868mHz 
 
Operational Lap-
top/Tablet Mini-
mum Specs 
 
Windows 7 Minimum 
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Processing PC Minimum 
Specs 
 
 
Windows 7, 8, 10, Server 2008, Server 2012, 64 bits (PC 
or Mac computers using Boot Camp). 
Any CPU (Intel i5/i7/Xeon recommended). 
Any GPU that is compatible with OpenGL 3.2. (Integrated 
graphic cards Intel HD 4000 or above). 
Small projects (under 100 images at 14 MP): 4 GB RAM, 10 
GB HDD Free Space. 
Medium projects (between 100 and 500 images at 14 MP): 8 
GB RAM, 20 GB HDD Free Space. 
Large projects (between 500 and 2000 images at 14 MP): 16 
GB RAM, 40 GB HDD Free Space. 
Very Large projects (over 2000 images at 14 MP): 16 GB 
RAM, 80 GB HDD Free Space. 
 
 
 
 
 
 
 
 
 
 
 
 
 
Battery Charger Specs 
 
 
Input Voltage: 11~15V DC, 100V~240V AC / 50~60Hz 
Battery Type & Cells: 1~6 Li-Po, Li-Ion, Li-Fe / 1~14 NiCd, 
NiMH 
/ 1~6 Lead-Acid cells 
Battery Capacity: 100mAh ~ 6000mAh adjustable ONLY for 
Li- Po, Li-Ion, Li-Fe 
Charge Rate: 0.1A ~ 6A Adjustable in 100mA steps (Max 
50W) Discharge Rate: 0.1A ~ 1A in 10mA steps (auto lim-
ited to 5W max) 
Trickle Charge Rate: 0 ~ 200mA 
Balancing Max.: Current 280mA (Tolerance 5mV during 
charge or discharge) 
Charge Termination: 'Zero Delta V' peak detection for 
NiCd/NiMH 'Constant current / constant voltage' for Li-
Ion/Li- Po/Li-Fe & Pb 
Delta Peak Sensitivity: 5mV ~ 25mV for NiCd & 3mV ~ 
25mV for NiMH (per cell) 
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Battery Charger Features 
 
 
 
Pack Cycling (Charge to Discharge / Discharge to Charge) 2-
Line, 16 character, blue backlit LCD makes the screen ex-
tremely clear and legible 
Built-in intelligent balancing circuit is designed to individually 
balance each cell on the connected lithium battery pack 
within the tolerance of 5mV during charge or discharge 
Balancing plug adaptor boards are supplied to suit JST XH, 
Flight Power and Thunder Power batteries. Optional adap-
tors for Polyquest are available 
Voltage monitoring feature shows each actual cell voltage 
on the screen during balancing 
Various warning messages for incorrect input voltage, 
wrong connections, unsuitable battery condition and re-
verse polarity on output 
Packaged in a rugged aluminum 
case 
Quest Specification 
Country Of Origin And 
Manufacture 
 
UK 
Validity of Quotation 30 Days 
Delivery Time 2-4 Weeks 
Payment Terms 50% With Order 50% Prior To Dispatch 
Company Established 5th Sept 2011 
Warranty 1 Year Excluding Sensors 
 
Table C-5: Q-200 AgriPro Specifications (Source: 
http://www.questuav.com/store/uav-packages/q-200-agri-pro-package/) 
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Table C-6: Q-200 AgriPro Price (Source: http://www.questuav.com) 
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eXom 
 
 
Picture C-4: eXom (Source: https://www.sensefly.com/drones/exom.html) 
 
Flight system 
Type  V-shaped quadcopter 
Engines  4 electric brushless motors 
Propellers  4 
Take-off weight  
1.8 kg (3.9 lb.) incl. battery, payload & 
shrouding 
Flight time (full system)  Up to 22 min 
Max. climb rate  7 m/s (15 mph) 
Max. airspeed  
Automatic flight: 8 m/s (18 mph) 
Manual flight:12 m/s (27 mph) 
Wind resistance  
Automatic: up to 8 m/s (18 mph) 
Manual: up to 10 m/s (22 mph) 
Autopilot & control  
IMU, magnetometer, barometer & 
GPS 
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Materials  
Composite body, molded carbon fibre arms 
and legs, precision-molded magnesium frame, 
precision-molded injected plastic 
Operating temperature  -10 to 40º C (14º-104º F) 
Wireless communication 
Main communication link 
Type  
Digital, dual omnidirectional anten-
nas, dual band, encrypted 
Frequency  
2.4 GHz & 5 GHz ISM bands (country 
dependent) 
Data transmitted  
Commands, main camera stream, 
navcam stream, sensor data, etc. 
Range  Up to 2 km (1.2 mi) 
RC (Remote control) 
Type  Digital 
Frequency  2.4 GHz 
Range  Up to 800 m (0.5 mi) 
System power 
Technology  Smart battery 
Type  LiPo, 3 cell, 8500 mAh 
Power level display  
LED display on battery, on-screen in-
formation 
Charging time  1 - 1.5 h 
On-board computing 
Type  4 on-board CPUs 
Quad-core processor  
Principal autopilot & artificial intelli-
gence 
Dual-core processor  Video co-processing 
Single-core processor  Low-level autopilot (safety fallback) and   
Single-core processor  Communication link management 
Table C-7: eXom Specifications (Source: 
https://www.sensefly.com/drones/exom.html) 
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Table C-8: eXom Price (Source: 
https://www.sensefly.com/drones/exom.html) 
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PHANTOM 3 
 
Picture C-5: PHANTOM 3 PRO (Source: 
http://www.dji.com/product/phantom-3-pro/) 
AIRCRAFT 
Weight (including battery and propel-
lers) 
1280 g 
Diagonal size (including propellers) 590 mm 
Max Ascent Speed 5 m/s 
Max Descent Speed 3 m/s 
Hover Accuracy  Vertical: +/- 0.1 m (when Vision Positioning is active) or +/- 0.5 m 
 Horizontal: +/- 1.5 m 
Max Speed 16 m/s (ATTI mode, no wind) 
Max Service Ceiling Above Sea Level 6000 m (Default altitude limit: 120 m above takeoff point) 
Operating Temperature 0°C to 40°C 
GPS Mode GPS/GLONASS 
GIMBAL 
Controllable Range Pitch -90° to +30° 
Stabilization 3-axis (pitch, roll, yaw) 
REMOTE CONTROLLER 
Operating Frequency 2.400 GHz-2.483 GHz 
Max Distance Up to 5 km or 3.1 miles (unobstructed, free of interference) when 
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FCC compliant 
Up to 3.5 km or 2.1 miles (unobstructed, free of interference) when 
CE compliant 
Video Output Port USB 
Operating Temperature 0°C- 40°C 
Battery 6000 mAh LiPo 2S 
Mobile Device Holder For tablet or phone 
Receiver Sensitivity (1%PER) -101 dBm ±2 dBm 
Transmitter Power (EIRP)  FCC: 20 dBm 
 CE: 16 dBm 
Working Voltage 1.2 A @7.4 V 
INTELLIGENT FLIGHT BATTERY 
Capacity 4480 mAh 
Voltage 15.2 V 
Battery Type LiPo 4S 
Energy 68 Wh 
Net Weight 365 g 
Max Flight Time Approximately 23 minutes 
Operating Temperature -10°C to 40°C 
Max Charging Power 100 W 
 
CAMERA 
Sensor Sony EXMOR 1/2.3” Effective pixels: 12.4 M (total pixels: 12.76 
M) 
Lens FOV 94° 20 mm (35 mm format equivalent) f/2.8, focus at ∞ 
ISO Range 100-3200 (video) 100-1600 (photo) 
Shutter Speed 8s -1/8000s 
Image Max Size 4000 x 3000 
Still Photography Modes  Single Shot 
 Burst Shooting: 3/5/7 shots 
 Auto Exposure Bracketing (AEB): 3/5 
 Bracketed Frames at 0.7EV Bias 
 Time-lapse 
Video Recording Modes Phantom 3 Professional 
 UHD: 4096x2160p 24/25, 3840x2160p 24/25/30 
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 FHD: 1920x1080p 24/25/30/48/50/60 
 HD: 1280x720p 24/25/30/48/50/60 
Supported SD Card Types Micro SD 
Max capacity: 64 GB. Class 10 or UHS-1 rating required 
Max Bitrate of Video Storage Phantom 3 Professional 
60 Mbps 
Supported File Formats  FAT32/exFAT 
 Photo: JPEG, DNG 
 Video: MP4, MOV (MPEG-4 AVC/H.264) 
Operating Temperature 0°C to 40°C 
VISION POSITIONING 
Max Velocity Less than 8 m/s (when 2 m above ground) 
Altitude Range 50 cm-300 cm 
Operating Range 50 cm-300 cm 
Operating Environment Surface with clear pattern and adequate lighting (Lux > 15) 
BATTERY CHARGER 
Voltage 17.4 V 
Rated Power Phantom 3 Professional 
 100 W 
APP / LIVE VIEW 
Mobile App DJI GO 
EIRP 100mW 
Power Spectral Density 6.9mW/MHz 
Live View Working Frequency 2.4GHz ISM 
Live View Quality 720P @ 30fps (depending on conditions and mobile device) 
Latency 220ms (depending on conditions and mobile device) 
Required Operating Systems  iOS 8.0 or later 
 Android 4.1.2 or later 
Recommended Devices  iOS: iPhone 5s, iPhone 6, iPhone 6 Plus, iPad Air, iPad Air Wi-Fi + 
Cellular, iPad mini 2, iPad mini 2 Wi-Fi + Cellular, iPad Air 2, iPad 
Air 2 Wi-Fi + Cellular, iPad mini 3, and iPad mini 3 Wi-Fi + Cellu-
lar. This app is optimized for iPhone 5s, iPhone 6, and iPhone 6 
Plus. 
 Android: Samsung tabs 705c, Samsung S6, Samsung S5, Samsung 
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NOTE4, Samsung NOTE3, Google Nexus 9, Google Nexus 7 II, 
Ascend Mate7, Huawei P8 Max, Nubia Z7 mini, Sony Xperia Z3, 
MI 3, MI PAD, Smartisan T1. 
*Support for additional Android devices available as testing and 
development continues. 
Table C-9: PHANTOM 3 PRO Specifications (Source: 
http://www.dji.com/product/phantom-3-pro/) 
 
 
Phantom 3 Professional with Free Hard-shell Back-
pack 
Price: EUR €1399 
 
• Included 4K Video / 12 Megapixel Photo Camera 
• Integrated 3-Axis Stabilization Gimbal 
• Easy to Fly, Intelligent Flight System 
• Live HD View 
• Dedicated Remote Controller 
• Powerful Mobile App w/ Auto Video Editor 
Vision Positioning for Indoor Flight 
Table C-10: PHANTOM 3 PRO PRICE (Source: 
http://www.dji.com/product/phantom-3-pro/) 
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SPARTAN UAV 
 
 
Picture C-6: SPARTAN UAV (Source: http://spartan-uav.com/spartan-
uav.html) 
 
General Characteristics 
Airframe type 
Vertical Take-off and Landing (VTOL) Engines configuration. 
Configurations of 4 or 8 motors are used depending on the desired mission 
endurance (flight time) and payload capacity. 
The options are: 
4 motors: 30 minute flight time 
8 motors Rev1: 45 minute flight time 
8 motors Rev2: 60+ minute flight time 
Payload capacity 
At least 1000 gr of payload in all configurations. An embedded electromagnet 
onboard the UAV offers the option to release payloads up to 1 Kgr. 
Power Supply 
Both UAV and GCS are battery operated. GCS can be powered additionally 
by an external power supply of 110-250V or vehicle power supply of 12V/3A 
Max Range 
SPARTAN UAV guarantees a rock-solid video and telemetry data link over a 
range of 7Km. A GCS embedded gyro-stabilized antenna and the unique 
technology of beamforming array antenna onboard the UAV is the most pow-
erful and interference-free UAV data link system available today. 
Optical sensors and video streaming 
The SPARTAN UAV employs up to three optical sensors and DUAL video 
streaming of two sensors simultaneously. The UAV is equipped with a front-
side-looking First Person View (FPV) camera plus two optical sensors 
onboard the gyro-stabilized gimbal (day and thermal - LWIR). The user se-
lects from the GCS which two video sources wants to stream simultaneously 
to the GCS. 
Landing gear 
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 A detachable or retractable landing gear option is offered. 
Data link 
The SPARTAN data link is a high-performance wireless digital data link, 
providing long-range, high band-width data communication for both real time 
video and telemetry streaming. It is encrypted and provides frequency diver-
sity in 5-5.8GHz license free spectrum. 
 
 Table C-11: SPARTAN UAV Specifications (Source: http://spartan-
uav.com/spartan-uav.html) 
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Appendix D: Interviews 
Interview 1 
Regulatory Framework 
Epaminondas Amoratis, Vice Department Head in the Air Space General Or-
ganization & Efficient Exploitation Section of the Air Navigation Services Regu-
latory Authority Division, of the Hellenic Civil Aviation Authority (HCAA) 
 
Question 1: Tell me about your professional background and the 
Agency in which you are currently working. 
My name is Epaminondas Amoratis, I am Vice Department Head in the Air 
Space General Organization & Efficient Exploitation Section of the HCAA, of 
the Navigation Services Regulatory Authority Division, of the HCAA. 
 
Question 2: How would you characterize RPAS? 
The RPAS are unmanned aerial vehicles, aircrafts. It is a known issue in terms 
of the regulatory framework since 1944, it is mentioned in Chicago Conven-
tion of the International Civil Aviation. 
 
Question 3: Tell me about the current regulatory regarding the RPAS 
in Greece. 
At present, there is no regulatory framework regarding the RPAS in Greece 
 
Question 4: Is it possible for a company to operate RPAS for com-
mercial purposes? 
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Your question falls under the jurisdiction of the Flight Standards Division, that 
is D2. I am not directly related. However, I can tell you that the D2 is in co-
operation with RPAS manufacturers or RPAS companies and handles success-
fully all the issues that fall under its jurisdiction, even in this early stage, that 
there is no full cover by a special regulatory framework. 
Nevertheless, HCAA grants certain licenses. 
Airworthiness licenses can be requested from D2 and are being examined. 
The general framework is similar to the framework that is used for manned 
aircraft. That is my information, taking into account a regulation draft that is 
in my disposal. In fact, the regulatory framework is under development, but it 
is close to the framework that concerns manned aircraft. There is a certain 
difference between manned and unmanned aircraft that is related to air traf-
fic. There are some issues that need to be cleared out in an international lev-
el, not only European. Both manned and unmanned aircraft need to fly with 
safety. Also, personnel that flies or that is responsible for the maintenance 
must be trained and perform according to the current safety requirements of 
the International Civil Aviation Organization.  
 
Question 5: What is essential in order to increase civil application of 
RPAS? 
What is needed is to clear out all the roles and jurisdictions regarding issues 
that concern the RPAS. For an aircraft, there is the issue of airworthiness. It 
must be approved that the way that it is manufactured, allows it to fly with 
safety, from the Division of Flight Standards. And because there is no regula-
tory framework, each case is examined separately. If the airworthiness has 
been approved from another country, it is accepted according to the national 
procedures. Other issues include training and certification of pilots and 
maintenance personnel. Should they attend training schools and sit examina-
tions? Moreover, these training schools must be certified. Similar to training 
schools for manned aircraft. Thus, we are heading to systems like this. Again, 
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jurisdiction of D2. Generally, there will be three categories: Pilots, companies 
and amateurs. The requirements for each category will differ.  
 
Question 5: What systems are required in order to integrate RPAS 
into the air traffic? 
The integration of RPAS into the air traffic presents some issues of technical 
and, at the same time, regulatory nature. What do I mean: Manned aircraft 
can perform ‘Detect & Avoid’ of the air traffic, in order to avoid collisions in 
Visual Meteorological Conditions (VMC). In Instrument Meteorological Condi-
tions (IMC) there is the option of collision avoidance systems, that is ACAS 
(Airborne Collision Avoidance Systems)  or  TCAS (Traffic Collision Avoidance 
Systems). Technically speaking, RPAS can have onboard cameras that can 
provide a means of situational awareness. That happens in VMC. However, 
that must be certified according to the standards of Civil Aviation. If Civil Avia-
tion accepts that these ‘Detect and Avoid’  systems can be remotely operated, 
that can be considered as a step towards integration. 
What about ADS-B (Automatic Dependent Surveillance – Broadcast) 
receivers? 
At present, manned aircraft have systems that can broadcast position data to 
the Air Traffic Control Services. These systems broadcast SSR (Secondary 
Surveillance Radar) codes that provide 3D depiction data and the identity of 
the aircraft. SSR transponders.  
You are talking about IFF (Identification Friend or Foe). 
Yes. The ADS-B works likewise. 
If a company wished to operate a RPAS within the air traffic, would 
it be required to have systems like these? 
You are asking if a RPAS that can have identification systems can be integrat-
ed into a manned environment. The answer is definitely no. And the reason 
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why is what I mentioned before. That the RPAS, both in IMC and VMC do not 
have the capabilities of manned aircraft. In VMC, they do not have the ‘Detect 
and Avoid’ capability. The pilot of a manned aircraft can detect air traffic and 
avoid it when necessary by performing a maneuver. If the aircraft is un-
manned, the pilot from the ground may be able to have live depiction of the 
surrounding air traffic, however it must be so much reliable, that Civil Aviation 
will be able to certify it, to confirm that it is transmitted in real time, that it is 
clear and according to current specifications. I think that it’s difficult. 
However, there is the option to fly with Instrument Flight Rules. 
If we go to automated systems, there the problem is more clear. There are 
collision avoidance systems for manned aircraft that cooperate with each oth-
er. According to the procedure, the pilot receives aural directives that has to 
follow. We do not know, it is under examination, whether it can be accepted 
for an unmanned aircraft to have an IFF system. According to my information, 
the Aviation community considers that – this happens everywhere, in US as 
well, we have made extensive discussions with the Americans that fly RPAS… 
It is conclusive, collision avoidance systems cannot cooperate when the case 
includes manned and unmanned aircraft. Existing systems, at least till now, 
their philosophy does not allow something like this. 
Current procedures dictate that due to flight safety, manned and unmanned 
aircraft must be fully separated. That is, concerning air traffic and air traffic 
services, RPAS must fly in specific airspace that is isolated, no manned aircraft 
are allowed to fly in it. Till now, we do not have the capability to operate 
RPAS in a mixed environment. We separate them, either in a dynamic or stat-
ic manner, because we are facing challenges, we receive applications for 
RPAS flights that must be approved. Flights above fires, for surveillance pur-
poses, military flights, etc. We receive strong applications for RPAS flights, 
whose technology is advancing in a faster pace that the maturity of the regu-
latory framework. Moreover, commercial RPAS flights are also increasingly re-
quired. And because the regulatory framework is not ready worldwide, several 
issues emerge. Decisions must be taken, taking into account the flight safety. 
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We, in the Air Traffic section, taking into account the flight safety, we decide 
to isolate the airspace where RPAS can fly. That is the policy of the manage-
ment of the airspace. Either by defining an isolated 3D space, and by includ-
ing the 4th dimension, time – you cannot keep a part of the airspace isolated 
for ever – or dynamically. That is, to define a space that is isolated and moves 
with the RPAS.  
 
Question 6: Do you see possible consequences of civilians using 
drones? 
The RPAS are divided in many categories. The categorization of manned air-
craft is relatively easy, simple: The commercial use, cargo and passenger 
flights, military use and recreational use. Thus, it is relatively easy, the cate-
gories are distinct. Regarding the RPAS, there are categories from toy air-
crafts, that are operated in a room to military aircrafts that can perform 
transcontinental flights of 16 hours. Even a toy, that can be operated by a 
child, has the capability of flying outside, to have onboard camera and pre-
sent a hazard for humans or property. The issue is quite dynamic. It may 
concern a room environment, a neighborhood, a military camp or a Natura 
area. There is the issue of privacy. The regulatory framework must define 
rules for all the possible RPAS categories. 
 
Question 7: Has ICAO or EASA issued certain directives concerning 
the RPAS? 
Firstly, there is a European regulation that concerns the RPAS of 150 kg and 
above. The regulations for this category are issued by the European Commis-
sion for EASA. National Aviation Authorities are responsible for the regulations 
that concern RPAS of less than 150 kg. The National Aviation Authorities fol-
low ICAO ‘s standards for the RPAS, that can be found in the ICAO Circu-
lar328 AN/190 for the Unmanned Aerial Systems. The European Commission 
has issued a document related to the RPAS in 2014.  Also, there are regula-
tions of the ICAO, in the Appendix 2 of the Chicago Convention. Recently, 
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they were updated. The Chicago Convention includes already from 1944 pro-
visions for the RPAS. Moreover, a special notice has been issued by EASA that 
provides a certain framework. Additionally, there is the JARUS (Joint Authori-
ties for Rulemaking on Unmanned Systems), a group of experts from the Na-
tional Aviation Authorities, that provide consultancy in a European level re-
garding the development of a regulatory framework. There are many institu-
tions that are active regarding the regulatory issues. 
Are there any directives for the Hellenic Civil Aviation Authority? 
The Hellenic Civil Aviation Authority observes the international developments 
and participates actively in the development of the standards both in the 
ICAO and the European Union level, the development of legislation. 
 
Question 8: Are you aware of RPAS regulations issued by other Na-
tional Aviation Authorities, that you expect to have significant im-
pact, either positive or negative? 
Configuring the draft regarding the regulatory framework, we observe current 
regulations in other countries of the EU, and not only of the EU. For instance, 
Israel has great experience regarding RPAS. Since 2013 already, we are in 
touch and in cooperation.  It is well known that Israel has strict security regu-
lations. Of course, we observe developments in European countries as well. 
We are delayed a little bit. Other countries, obviously due to economic devel-
opment, are more advanced regarding the regulatory framework, because of 
the emerging needs. We have been involved in these issues later than others, 
however this fact gives us the advantage of having observed what are the 
outcomes so far. We can detect gaps and we are able to propose comprehen-
sive solutions. 
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Question 9: What is the roadmap of the Hellenic Civil Aviation Au-
thority regarding the development of the RPAS regulatory frame-
work? 
For us, it is a matter of first priority. Nevertheless, this does not mean that we 
will be ready tomorrow. It is a matter of several months; certainly not a full 
year. We should have issued the regulatory framework long ago. However, in 
my opinion, the delay gives us the advantage of being able to deal more ef-
fectively with all the issues. It is a matter of several months. 
 
 
Interview 2 
Mapping/Surveying 
Apostolos Kabouris, Architect 
 
Question 1: Tell me about your professional background and the 
company in which you are currently working. 
My name is Apostolos Kabouris, I am an architect, but I have also worked in 
projects related to topography. I am a founding member of the company 
Imantosis, which is specialized in the mapping of monuments, mainly taking 
advantage of contemporary technology. Talking about contemporary technol-
ogy, we mean state of the art topographic instruments, 3D maps and RPAS. 
 
Question 2: What applications do you use? 
Essentially, photogrammetry, point cloud creation, photo maps on a larger 
scale. 
 
Page D-7  
 
  
 Appendix D: Interviews 
 Question 3: How would you characterize RPAS? 
It is an incredible technology that provides exceptional capabilities. I think we 
do not even need to elaborate much on the subject. The aerial means provide 
capabilities to the observer, particularly in the sector of surveying, that cannot 
be provided by ground means. Specifically concerning the RPAS, the combina-
tion of the relatively low cost of acquisition and maintenance, combined with 
the low risk, regarding the human factor, makes them very successful and 
popular. 
 
Question 4: What about the disadvantages? 
Disadvantages… I consider, operating in the sector for four years that a major 
disadvantage is that the rapid advances in technology makes equipment out-
dated soon, incurring replacement costs. That is, nowadays, a disadvantage 
for any kind of equipment.  
 
Question 5: A company that decides to operate RPAS can either opt 
to buy services from a dedicated company or to develop its own 
RPAS teams, including pilots and systems. What are the pros and 
cons in either case? 
I think that in the following years, precisely due to what I have already men-
tioned, that is the cost of RPAS fleet, absolute specialization will be devel-
oped, regarding mapping and aerial photos. And I am talking about the pri-
vate sector, not the governmental where other applications will be used. I 
consider that special companies that will operate exclusively RPAS are going 
to be developed. The disadvantage of operating your own RPAS fleet is the 
replacement cost of equipment that I had mentioned before. Specialized 
companies will be able to keep up with advances in technology. Smaller com-
panies will not be able to bear that cost. Moreover, the risk of entering into 
the sector without experience is another factor. It is preferable to buy RPAS 
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services, though the current prices in Greece… Should we talk about prices? 
Yes. 
I am not talking about our company, I referring to others in the sector, be-
cause in the past, we were concerned about that issue. The daily cost of 
RPAS services, including system and pilot is approximately €1,000. Neverthe-
less, one should consider the required expertize training, purchase of equip-
ment, and risk of using equipment without enough experience and of course 
the cost of the software. If the cost of a RPAS is A, the software needed costs 
close to A. In conclusion, it would be preferable to buy such services, a fact 
that will benefit the few serious companies that will be specialized in RPAS 
services. 
 
Question 6: We talked about the cost of buying RPAS services. This 
cost includes the delivery of raw or analyzed data? 
I am saying again that we offer analyzed data. However, as we have cooper-
ated with other companies, yes it includes raw data.  
Analyzed data obviously raises the total cost. 
Yes. Nevertheless, higher-end software cost from €5,000 to €15,000. Howev-
er, during the last year, less costly programs have been developed, that can 
provide good results, with residual, percentage of error let‘s say, within ac-
cepted limits. The cost is around €1,500 and they are easy to operate. So it 
may be preferable to purchase less costly software than to outsource that 
analysis of the data. But one program is not enough. 
 
Question 7: How will emerging and future RPAS applications will 
shape the development of your business in the future? 
I think that, for our company, there is, how can I say it, no other way. During 
the years of the crisis – because that plays also a significant role in Greece – 
that is essentially from 2010 onwards, the contraction in our business sector 
is huge. The only reason why we are still alive as a company is that we have 
invested in contemporary technologies. Specifically last year, the 90% of our 
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projects involved RPAS. Should we had not done it, we would not have sur-
vived. Second, the more you use RPAS, the more you understand their capa-
bilities. Even if a project does not necessarily require the use of RPAS, we use 
it for our own convenience. 
Question 8 Do you believe that there is something that limits inno-
vation in the sector? Is it the regulations that are clearly necessary 
for safety? Is it lack of investment? 
In Greece, talking about the RPAS sector, there is no legislation; anybody can 
do anything; that is a bad. Because I have seen individuals flying a low-end 
RPAS over a central avenue. It is tragic. Now, concerning Europe, currently 
we were occupied with some projects in Austria, there are regulations which 
are very strict. And there is certification for respective RPAS payloads. I be-
lieve that we need to develop some regulations here in Greece for safety rea-
sons. Now, what else can limit innovation…The high cost is definitely restrain-
ing, however, not prohibitive. Last, the software. The higher-end software can 
be operated by scientists, scientific knowledge is required. Not anyone can do 
that. The background of a topographer, an engineer etc. is required.  
 
Question 9: What are the dynamics of the commercial RPAS market? 
How will the market expand? 
That is a challenging question. We live in Greece, a country in a crisis. In-
deed, RPAS are the future in a global scale at least for the next 5 years. I do 
not like to make projections for more than 5 years, because at least every 3 
years we can observe huge technological disruptions in anything we can im-
agine. What does this mean? Practically, it means that the RPAS applications 
in some sectors will definitely expand. Exempli gratia, not long ago, I saw 
RPAS applications for heart attack recovery, first aid and rescue operations, 
targeted delivery of food and medical supplies. Concerning applications relat-
ed to fast food delivery etc., they seem to be interesting, however, a special 
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organization must be developed, and that will regulate airways above our cit-
ies. 
What about your professional sector? 
I think that for what we are doing, the RPAS is a state of the art technology. 
Talking into account insights from related conferences, RPAS is the future, at 
least for the next 5 years. Now, concerning the development of sensors, that 
is cameras. Initially we had been operating a 12MP camera. Within a year, 
12MP became 24MP. Another year will pass and we will operate a 40MP one. 
The upgrade is huge. That is, practically, if I take a shot from a distance of 
60m…can we speak with specialized terms? 
Of course. 
If someone takes a shot from 60m and the pixel, using 12MP, can reach 1cm, 
now we are talking about 4mm. The upgrade is huge! The density of the pixel 
is lower by 60%. The difference is very big. If we are talking about 3D scan-
ners, typical 3D scanners can acquire 50,000 points per second, while with 
Lidar technology we can get 1,000,000 points per second. Something that 
was prohibitive several months ago is feasible right now. We needed to lift 
(with the RPAS) 10kg devices, now we need to lift 2kg ones.  
 
 
Interview 3 
Mapping/Surveying 
Makrikostas Konstantinos, Chief Engineer in the Sector of Surveys and Licens-
ing of the Independent Power Transmission Operator (IPTO)62 
62 www.admie.gr 
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Question 1: Tell me about your professional background and the sec-
tor where you are currently employed. 
My name is Makrikostas Konstantinos and I am an electrical engineer. I grad-
uated in 1990. I have been working in the Public Power Corporation S.A. 
(P.P.C. S.A.) since 1993. Then, the separation took place. The Independent 
Power Transmission Operator (IPTO) became independent, though a subsidi-
ary of P.P.C. I have been working for 23 consecutive years in the Power 
Transmission sector, as a simple surveyor. For 4 years I was Chief Construc-
tion Engineer in the Olympic Constructions. For the last 9 years, I am Chief 
Engineer in the sector of Surveys and Licensing for Power Transmission Pro-
jects within Greece and for international interconnections. My department oc-
cupies approximately 50 employees. Many engineers, around 10, electrical, 
mechanical and surveying engineers. We perform surveys ourselves, the 
technical surveys of the electrical grids. The environmental impact assess-
ments are being performed mainly by us, however we outsource small pro-
jects. The forest road construction surveys are again performed by us, while 
several small projects are being outsourced to small contractors. As far as on-
going projects are concerned, either projects of IPTO that are being run by us 
or in cooperation with contractors, we provide technical support to the con-
struction teams, in order to ensure that the grid is being constructed accord-
ing to the specifications of IPTO. 
 
Question 2: What GIS applications do you use in your surveys and in 
which ways do you acquire data? 
The data are being acquired mainly by using professional GPS devices with 
total stations. Also, we acquire data for pre-surveys from the digital databases 
of the Hellenic Military Geographical Service. We use the Marathon GIS soft-
ware for the environmental assessments. For our technical surveys, we use 
the PLS Scan software, the American one, that is provided by Power Line and 
we have also acquired data with an airplane using LIDAR technology. 
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Question 3: What is the approximate cost of the airplane solution? 
The cost is approximately ¼ of the cost of ground means. The time required 
is reduced in even greater extend. 
 
Question 4: Are you in a position to look seriously at the use of a LI-
DAR equipped RPAS? If so, what real advantages is it bringing? 
Yes. The main advantages of the application are the reduced total cost of da-
ta acquisition (at least 70% down) and the reduced time needed. 
 
Question 5: Regarding disadvantages? 
The main disadvantage of the RPAS is that we cannot analyze areas with 
steep slopes; we cannot examine certain particularities of that kind of terrain. 
 
Question 6: You do not operate RPAS for the time being, is that 
right? 
No, we do not operate RPAS. 
 
Question 7: By the time you decided to operate RPAS, would you buy 
services from a dedicated company or would you develop your own 
teams, including pilots and systems? 
No, we would buy RPAS services. Maintaining our own fleet is not in our in-
terest. We would organize a procurement plan, probably for our next project, 
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in which we need to analyze 100-180 km. We will use this technology in order 
to acquire data. 
 
Question 8: Why would you opt for that and not for developing your 
own RPAS teams? 
First of all, the LIDAR system is very expensive and many big projects have 
already been completed. Of course, if we had to analyze 1000 km, we would 
consider that option. 
 
Question 9: What would you consider a reasonable cost per hour of 
RPAS flight? 
We are not concerned about the time of flight. For a survey of 50km in 
length, we need a scanning of 200m in width. We want to pay €1000-1500 
per km. 
 
Question 10: Would you opt for the delivery of simply raw data or of 
analyzed data? 
Analyzed data. And of course with vegetation coverage. 
 
Question 11: So we are talking essentially only for LIDAR applica-
tions and not for something else, i.e. photogrammetry. 
LIDAR only. 
 
Question 12: How will emerging and future RPAS applications shape 
the development of your business in the future? 
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I believe that they will offer more flexibility. We will be able to complete our 
surveys in far less time. We will have more flexibility regarding changes in our 
surveys. 
 
Question 13: Do you believe that there is something that limits in-
novation in this sector? 
Absolutely not. We believe that anything is possible in the future. 
 
Question 14: What are the dynamics of the commercial RPAS mar-
ket? How will the market expand? 
We believe that it will expand, because it will provide solutions in many fields. 
Since we develop the electricity grid and we provide it for operation and 
maintenance, another issue that comes up is the surveillance. We believe that 
we can achieve much reduced timeframes and lower costs while dealing with 
problems in operating grids, for example by using infrared cameras. Currently 
that is not so easy. We believe that the RPAS sector is a developing sector. 
 
 
Interview 4 
Inspection 
Papastamos Stamos, Director of the Transmission System Maintenance De-
partment of the Independent Power Transmission Operator (IPTO) 
 
Question 1: Tell me about your professional background and the sec-
tor where you are currently employed. 
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I am the Director of the Transmission System Maintenance Department. We 
are responsible for the maintenance of the whole electrical system, transmis-
sion lines included. The total length of the transmission lines is approximately 
11,000 km, lines of 150 and 400 kV. Also, we are responsible for the mainte-
nance of many electrical substations. 
 
Question 2: How would you characterize RPAS? 
It is an advanced technology, however we do not use it. 
 
Question 3: Some of the RPAS benefits are the flexibility and the 
easy access to remote areas that they. Can you expand on that and 
the other benefits you see in this technology? 
(The RPAS) could help us in the inspection of the electrical lines, the 11,000 
km of lines that we have to inspect on a regular basis. Normally, the inspec-
tion takes place once a year. We think that the cost would be lower (using 
RPAS) compared to what we currently spend in order to pay our personnel for 
the inspection. Unfortunately, the (Hellenic) Civil Aviation Authority does not 
grant license for the operation of such equipment. 
 
Question 4: Do you see any disadvantages? 
I do not know what kind of data can they provide, their accuracy. We have 
not tested them ever. 
 
Question 5: By the time you decided to operate RPAS, would you buy 
services from a dedicated company or would you develop your own 
teams, including pilots and systems? 
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Initially, we would buy RPAS services. In that case, the costs would be some-
what increased. I am not aware of the cost of the attached equipment. That 
is, lasers, cameras, I do not know how much do they cost. We need to take 
into account the cost of the equipment, the cost of the (RPAS) services that 
will be charged from (RPAS) companies and then we will be able to tell about 
advantages and disadvantages. Also, we need to assess the quality of the 
provided service. 
 
Question 6: How will emerging and future RPAS applications shape 
the development of your business in the future? 
We are not going to develop new projects. They can help us in the inspection 
job. To perform it in narrower intervals. Nevertheless, as I have told you, we 
do not know details about related costs. 
 
Question 7: Do you believe that there is something that limits inno-
vation in this sector? 
I consider that in Greece, the only existing problem is the Hellenic Civil Avia-
tion Authority, that do not grant licenses. The cost is lower, compared to a 
helicopter, that is manned. The inspection can be performed with helicopter 
as well; in that case, the cost is higher. On the other hand, the cost of using 
RPAS is lower. Nevertheless, the only problem, the time we are speaking, is 
the Hellenic Civil Aviation Authority, that do not grant licenses.  
At this time, do you use helicopters? 
We have used one or two times in the past. 
I imagine that due to the increased cost, compared to ground in-
spections, the results must have been very good. 
Unfortunately, the results were not good in either case. That is why we gave 
up this practice. 
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The results were poor due to the onboard equipment? 
Due to the onboard equipment and the format in which the data were deliv-
ered. They were not compatible with our means of processing. We were not 
happy and that is why we gave it up. 
 
Question 8: What are the dynamics of the commercial RPAS market? 
How will the market expand? 
We can use them in the inspection. The inspection the whole electrical grid, 
11,000 km of lines, I consider that it can be done within a month, taking into 
account the speeds that can reduce overall time. I cannot see other applica-
tions. I do not see applications in the distribution grid. As far as the water 
transfer aqueducts of the Athens Water Supply and Sewerage Company, I do 
not know. Maybe the Hellenic Fire Service can use them. In fact, I know that 
the Hellenic Fire Service has already signed contracts and uses them. 
 
 
Interview 5 
Inspection 
Gakis Fotis, Energy Engineer, Quest Energy 
 
Question 1: Tell me about your professional background and the sec-
tor where you are currently employed. 
My name is Fotis Gakis, I am an energy engineer. I work at Quest Energy 
which is involved in the renewable energy sources sector. The company was 
founded in 2006. It belongs in the Quest Group and Leventis-David Group. 
The company focuses mainly on solar parks and since 2006, it has developed 
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big projects with a total power of 18,2 MW: A 7,5 MW solar park in Viotia, a 
10 MW in Almiros, Magnesia and smaller projects, a 500 kW solar park in 
Thessaloniki and two of 100 kW on the roofs of our buildings in Thessaloniki 
and in Athens. The parks are connected to electric grids of various voltages, 
high, medium and low. They are equipped with silicon solar cells and some of 
them integrate inverters of low and high voltage. As far as the maintenance is 
concerned, it is undertaken, construction alike, by Aktor, and specifically by 
the Aktor Facility Management. It is a turnkey solution, i.e. all services, includ-
ing cell cleaning, thermography, that concerns your survey and of course 
electrical works, have been undertaken by that company in closed contract. 
 
Question 2: Are you engaged in RPAS activity? 
Not at all. We have considered the use of RPAS, because we have purchased 
a Trotek infrared camera recently that is calibrated and costed €3,000. We 
use it in order to inspect some parts of the solar cells, mostly for precaution-
ary reasons and in order to check the work of the maintenance service pro-
vider. The provider is also performing thermography, but we want to confirm 
some of the findings. It would be nice if we could attach this camera on a 
RPAS; nevertheless, we have not tried it yet. 
 
Question 3: So are you in a position to look seriously at the use of a 
RPAS? If so, what real advantages is it bringing? 
It highly depends on the cost. I consider that for a solar park of such a pow-
er, 18,2 MW, if we were able to fly an RPAS with an infrared camera inde-
pendently of the maintenance contract, it might have been in our interest. 
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Question 4: What about the disadvantages? 
Look I consider that, though I do not have a broad knowledge of the subject, 
that the wind speed plays a significant role. I can identify another disad-
vantage, in the process of the thermography; with thermography, we are able 
to find the solar cell that is faulty; nevertheless afterwards, a time-consuming 
procedure must be performed: To spot the serial number of the solar cell, 
take a photo of the two sides of the cell and to measure the voltage. These 
procedures are time-consuming and are required the manufacturer of the so-
lar cells in order to get a refund. Consequently, you may be able to spot the 
faulty cell easily utilizing a RPAS with an infrared camera; however, a techni-
cian must get right away on the spot in order to perform the aforementioned 
actions.  
 
Question 5: Which characteristics should a RPAS have to be able to 
contribute best possible to your professional work?  
I consider that it would be convenient if the RPAS could fly maintaining 
steadily a specific distance from the solar cells, in order to perform thermog-
raphy with the same parameters for the whole park. The solar cells are set on 
permanent structures facing approximately 25 degrees south. When a techni-
cian holds an infrared camera, apart from performing the procedure in suita-
ble weather conditions - sunny day, no clouds - he holds it keeping a certain 
distance from the solar cells. The same is desirable during the operation of a 
RPAS: Keeping a certain distance. 
 
Question 6: By the time you decided to operate RPAS, would you buy 
services from a dedicated company or would you develop your own 
teams, including pilots and systems? 
Initially I consider that it would be in our interest to buy RPAS services, the 
same that we have done in everything else. First we buy the service, we eval-
uate it, we calculate related costs and afterwards, we decide whether it is in 
our interest to develop our own RPAS department. 
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Question 7: What are the pros and cons in either case? 
In the case where you buy a service from another company, the advantages 
are that there are lower administrative costs and you do not have to hire and 
train your own personnel. The disadvantage is that the whole process is like 
black box. You are not sure that the service meets certain standards because 
you are not in a position to evaluate it 100%; you are not involved in it. On 
the other hand, the advantage of developing your own teams is the opposite 
of the disadvantage of the other case, that is, you know exactly what you 
have done, the value of your work. However, I consider that the disadvantage 
is that you must possess a critical mass, solar parks of a certain size in order 
to be in your interest to develop a RPAS department here, within the compa-
ny and buy all the equipment. I do not know if our solar parks, of a power of 
18,2 MW allow this type of approach. 
 
Question 8: What would you consider a reasonable cost for such a 
service? In what way could it be calculated? 
Look, what does a RPAS offer to us? In our case, it offers less working hours. 
That is, a RPAS operator will sit in his office or better, he will keep line of 
sight, while an operator with a handheld infrared camera – that is our current 
practice - will check the solar cells row by row, he needs to rest, more time is 
needed in the way we do it now. Consequently, we must calculate the re-
duced time of the procedure, how much less the work hours will be, in order 
to find out if it is in our interest to buy the equipment. The accessibility of the 
solar cells is not an issue for us; we do not need a RPAS for that reason. All 
the solar cells are accessible. The only way to evaluate the service is to calcu-
late the work hours. 
 
Question 9: How often do you consider that you will need RPAS ser-
vices? 
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Once a year for sure. 
Question 10: How will emerging and future RPAS applications shape 
the development of your business in the future? 
Look, as far as solar parks are concerned, because we have stopped devel-
opment from 2013 and onwards, we do not develop new projects, I cannot 
see something more except for thermography, using a RPAS equipped with an 
infrared camera. However, because the Group – of course there are persons 
with more expertize to elaborate on more specific sectors, because the Group 
pays great attention to the security of its facilities, of the buildings…there are 
many buildings. And in our facilities, we have taken security measures, we 
have placed cameras in the perimeter, with infrared beams, and in some solar 
parks are guarded 24/7 by specialized personnel. In that case, a RPAS could 
contribute to security. Maintaining 24/7 security is compulsory by the insur-
ance contracts. If the insurance companies could be more flexible, we could 
reduce the cost of the security personnel by the use of RPAS. I can see po-
tential in that. 
Question 11: Do you believe that there is something that limits in-
novation in the sector? Is it the regulations that are clearly neces-
sary for safety? Is it lack of investment? 
I think that the business world begins to learn little by little about RPAS, not 
many are aware of it. Our company is open in new technologies, very open 
indeed. I do not consider it a big investment. Our company has made much 
bigger investments. Regarding safety, I cannot think something that is worth 
saying. 
Question 12: What are the dynamics of the commercial RPAS mar-
ket? How will the market expand? 
I consider that it will expand. First of all, the companies that are closer in buy-
ing such services are these which perform maintenance of solar parks. We are 
an investment company. We have developed projects; we do not occupy 
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maintenance personnel. The maintenance of the solar parks has been ap-
pointed to Aktor, a company with great experience in this field, many pro-
jects, it could use such a service without second thought. Initially to buy the 
service and then consider if it is in its interest to develop its own department. 
I consider that this new technology will be developed commercially. 
 
 
Interview 6  
Precision Agriculture  
Vasileios Triantafillou, Professional Farmer 
 
Question 1: What do you cultivate?  
I cultivate cotton and wheat. 
 
Question 2: How many km2 of cotton and wheat do you cultivate?  
Almost 80 km2. 
 
Question 3: What does RPAS mean to you?   
I have never heard about that. 
 
Question 4: Are you aware of Precision Agriculture?  
No  
 
The interviewer provides information regarding Precision Agricul-
ture 
 
Question 5: Do you believe that Precision Agriculture can benefit 
your business?  
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Yes. 
 
Question 6: Would you use RPAS to monitoring cultivated fields?  
Yes I would use them, but I want to be sure about the accuracy of the re-
sults.  
 
Question 7: Would you like to use RPAS to check which part of your 
fields are not getting enough water, are nutrient deprived or need 
fertilizer? 
Yes. 
  
Question 8: Would you like to use RPAS to check which plants 
are diseased or nutrient deficient?  
Yes.  
 
Question 9: How many times in a year would you request Precision 
Agriculture Services provided by the use of aerial imagery?  
5 to 6 times per year. 
Question 10: What would you consider a reasonable price for Preci-
sion Agriculture Services per km2 of planted field analyzed?  
I don’t know what the cost of a service like this is. Due to financial crisis that 
all professional farmers encounter it would be better this service to be provid-
ed to farmers as a group so that we can share the cost. My opinion is that 20 
Euro per time each one for that service is more than enough, if you think that 
this year we tried to reduce our operational cost to minimum. 
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